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4 gallon tank. 





Hudson pneumatic tlre 
Power Sprayer with trailer 
hitch. Discharge Capacity 
4 gallons per minute, 100 


HUDSON POWER SPRAYERS 

















































CW Advanced design assures quick acceptance 
Maden shid-meunted Power by users .. . Quick profitable sales for you 
prayer. Discharge capacity 4 


gallons per minute. 100 gallon ’ : j ‘ 
ak. Mee antes too eee You’re looking at the most advanced line of power sprayers 


lon per minute capacity with ever made! They’re completely new ... with many 
30 oF 50 gallon tank. important new features growers, orchardists and farmers 
} want and need... and now can have. 


Improved pumps, new agitators, new nozzles on these new 
Hudson Power Sprayers assure greater spraying efficiency 

. set new high standards of dependable, trouble-free 
performance... new ease of operation. 


Your customers will quickly appreciate the many important 
improvements built into these fine sprayers. That means 
easy sales—high unit sales— and high unit profits. Growers 
and farmers have the money to invest in new labor- 
saving equipment that does a better job. They’ll spend 
it in your store if you sell the new Hudson Power 
Sprayers—the world’s standard of value. 


ONLY HUDSON OFFERS ALL THESE FEATURES 


e All-welded steel tanks Full pneumatic tires on roller bear- 
ing steel disc wheels e Rugged, all-welded chassis e Highly 
efficient gasoline engine @ Heavy duty pump 
e@ Full controllable pressure e@ Stainless steel 
» valve assemblage @ Slow speed long life 
pumps e Constant, positive, liquid agitation 
e Perfect balance assures ease of movement 








Hudson pneumatic tire Power Sprayer. 












Discharge capacity 2 gallons per min- 





ute. Available with 30 or 50 gallon tank. 













AVAILABLE FOR IMMEDIATE DELIVERY 


Phone or write your jobber—or write to 


Hudson for full information 
how 


; ; - i Hudson ‘‘Porta- 
Poultry Equipment \ § - Spray. ' 15 gal- 
Hay Tools and es , lon capacity. 
Barn Equipment Farm Ventilation pe: ii i With o without 

‘ . 4 i pressure tank. 
Steel, semi- 
pneumatic of 


) = | neumtic 
TESTED AND PROVED EQUIPMENT ~ oa full p umt 
wheels 


© 1948 n. 0. H. MFG. co. 





H. D. HUDSON MANUFACTURING COMPANY * 589 E. Illinois Street, Chicago, Illinois, U. S. A. 7 /* 


Sprayers and Dusters 


Livestock Equipment Equipment 
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1—Organization of an integrated and articulate construction industry which will 
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2—Coordination of all production, marketing, research and professional activities 
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Become A KNOX HOMES DEALER 


If your business is building, contracting, lumber or real 
estate, here is an unusual opportunity for you. Become 
an authorized Knox Homes Dealer! Secure the franchise 
for your territory! Each city and town offers almost un- 
limited opportunities, but you must act promptly. 


The 4, 5 and 6 room Knox Homes are carefully de- 
signed by a Nationally known small-homes architect— 
built in Knox’s modern plant—and backed by Knox’s 
50 years experience in the home building field. Full 
use is made of highly skilled workmanship and up to 
date factory assembly methods. The Knox Home is 
ideal in design, in construction, in durability and in cost 
for all home buyers in the lower and middle income 
brackets. 


You can save tinancing time because Knox Homes can 
be constructed on the home site in 1/3 of the conven- 
tional building time. You make your own subcontracts 
for foundations and chimney, plumbing, wiring and 
painting. Everything else is furnished you—ready for 
assembly—by Knox. 


Cash in on the greatest demand in America today— 
HOMES! Help supply your community with the finest 
small homes built. A strong advertising campaign will 
aid your selling. Write or wire for complete information. 
Dealers wanted for Southeastern States. 
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You Can Make an 
Outstanding and 
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FLASHES xn ere weeeke ke 


NEW SMOKELESS COAL HEATER is now in production at a mid- 


west plant. The new heater, tested for two years, is said to have 
greater heating power than conventional designs, also lower fuel 
consumption. Air currents routed over and through the coal con- 
sume all fuel gases. 


SALES BY BUILDING PRODUCTS DEALERS for January, 1948 


were 22 per cent ahead of the same month in 1947, but slumped 
10 per cent under last December. The U. S. Department of Com- 
merce reported lumber and building materials dealers led the dur- 
able goods trade in the categories for which data is published in 
January compared with a year ago. 


USE A COLOR SLIDE FILM to tell the story of the Industry- 


Engineered home to your contractors and civic groups. This film, 
recently completed by the National Retail Lumber Dealers Associa- 
tion, will be made available to all state and regional associations 
and may be purchased by individual dealers. (For details see Na- 
tional Teamwork page in this issue.) 


FINAL HOME BUILDING FIGURES for 1948 show that 855,000 


new houses were started in 1947 and a total of 834,500 completed. 
On the basis of four persons to the average family, some 3,238,000 
persons moved into new homes last year. The 1947 record of new 
homes was close to double the 1946 figure of 437,800 units. 


LONG-RANGE HOUSING BILL in some form will be passed by 


the current session of Congress. That is the prediction of Sen. Joseph 
R. McCarthy (R., Wis.), vice chairman of the Congressional Joint 
Committee on housing. He: warned that such a bill must exclude 
“controversial public housing provisions.” He said it should in- 
clude: a revised system of yield insurance to stimulate investment 
in rental housing; extension of the government's power to guar- 
antee home loans; continuation of a government secondary mort- 
gage market; continuation of a government secondary mortgage 
market. 


LUMBER PRICES were apparently unaffected by the commodity 


market break. Only a slight downward trend was indicated at 
Memphis where the Army recently purchased 25 million board feet 
of lumber at auction. Wayerhaeuser is the only sizeable manufac- 
turer to announce a price cut—1l0 per cent for a 60-day period as 
an experiment that may be continued. 


LUMBER COSTS IN AVERAGE HOUSE are now 26 per cent of 


the total selling price (November, 1947), exclusive of site construc- 
tion labor but including framing, flooring and millwork. This figure, 
the result of an analysis by the construction division, Department 
of Commerce, shows this percentage increased from an average of 
19 per cent in 1939 to 25 per cent in June, 1947 to 26 per cent in 
November of last year. 


LUMBER PRODUCTION IN 1948 is not expected to show the in- 


crease recorded last year. When final figures are available, says 
the Department of Commerce’s Lumber Industry Report, last year’s 
production may be above 37 billion feet. “If the stimulus of the 
extremely high current prices continues, it is doubtful whether the 
apparent rate of production increase of 1947 over 1946, estimated 
at around five per cent, can continue through 1948 in view of the 
hindrances to production.” 


AVERAGE FHA MORTGAGE for the first 10 months of 1947 was 


$6,941; the average cost of a home purchased by veterans, reports 
the Veterans Administration, was $7,300. 
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CAUTION IS KEYNOTE 


Builders report credit tighter, 
home prices going higher in '48 


BASED on the finding of a Wall 
Street Journal survey, caution 
seems to be the keynote of some 
of the nation’s big builders. 

Of 32 builders queried, 12 
planned to increase their output; 
10 to decrease it and nine to pro- 
duce about as many homes as last 
year. 

The builders were said to be 
unanimous on two things: 

1. Home prices are going up— 
an average of 10 percent this year 
over last. 

2. Financing is becoming more 
difficult. 

Key to the financing problem is 
the extension of FHA Title 6 be- 
yond March 31. Federal housing 
experts say that about one-third of 
new residential construction in the 
U. 8. is financed under Title 6. 


The maximum mortgage under 
Title 6 ($8,100) must be expanded 
to cover increased building costs, 
according to Martin C. Huggett, 
executive vice president, Chicago 
Metropolitan Home Builders Asso- 
ciation. 

Lending institutions, builders 
find, are not interested in the 4 
percent loans guaranteed under 
Title 6 when they can get 6 percent 
on commercial loans. 


RESEARCH STUDY 


Producers Council plans 
to increase home savings 


THE Producers’ Council will con- 
duct a series of new studies de- 
signed to broaden the scope of the 
Industry Engineered housing pro- 
gram and to increase the savings 
obtainable in home building 
through adoption of its principles, 
D. T. Colton, chairman of the con- 
struction methods committee of the 
council, announced. 


The demonstration house plans 
developed to date utilize 16-foot 
joist spans, and the council’s tech- 
nicians will now investigate the use 
of 24-foot, 26-foot, and 28-foot 
spans, Mr. Colton said. These 
studies, if successful, will make it 
possible to introduce the economies 
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realized in smaller homes to dwell- 
ings of considerably larger size. 
ENGINEERING EXTENDED 

In addition, the engineering will 
be extended to the application of 
interior trim, wood siding, cornice 
details, in the belief that additional 
savings can be devised in construc- 
tion. 

A study also will be made of eco- 
nomical methods of framing for 
hip roof construction and further 
study will be given to coordinating 
the dimensions of the various types 
of home equipment used in engi- 
neered houses. 

The Industry Engineered home, 
which was developed jointly by the 
council and the National Retail 








Lumber Dealers association, has 
captured the attention of the entire 
industry and of the government. 
Its reception has been so favorable 
that further detailed work is fully 
justified. 

Several of the new studies to be 
undertaken were suggested as a 
consequence of the studies of time- 
savings in on-site construction of 
engineered homes which are under 
way at the University of Illinois. 


NEW PANEL 


Strong, lightweight units being 
tested by Forest Products Lab 
STRONG light-weight “sandwich 
panels,” which may eventually be 
utilized as important home build- 
ing units are now being tested at 
the U. S. Forest Products Labora- 
tory, Madison, Wis. 
Originated during World War II 
for high-speed aircraft, the panels 


PANELS being tested at the Forest Products Laboratory are faced with plywood, veneer and 
aluminum. Any thin, strong sheet material may be used. 


lebruary 28, 


can be mass produced in factories 
with machinery already made 
other purposes. 

The so-called sandwich comprises 
a core—in this case paper which js 
treated with a synthetic resin, ryn 
through a corrugating machine and 
glued together in honeycomb fash- 


for 





THESE are the sheets of resin-treated paper 

after being run through a corrugating ma- 

chine. They are then glued together, layer 
on layer. 


ion, layer on layer—faced with a 
pair of covers which may be thin 
metal, plywood, veneer or some 
other sheet material. With modern 
glues, these covers are bonded on 
so firmly that the glue joint is likely 
to be stronger than the cover. 

The U. S. Forest Products Lab- 
oratory is now testing these panels 
in an experimental structure ex- 
posed to Wisconsin weather. Each 
panel is light in weight—a 4x8 
foot wall panel two or three inches 
thick can be handled by one man. 
The honeycomb cores, with their 
thousands of air cells, are said to 
comprise excellent insulating mate- 
rials. The panels can be joined to- 
gether into essentially frameless 
houses—saving materials and labor 
in assembling joists, studs, rafters 
and other parts of the conventional 
house. The surfaces can be factory 
finished for interior or exterior 
walls, floors and ceilings. 


DOOR MANUFACTURERS 


Session in Minneapolis hears 
report on educational program 


THE membership of the National 
Door Manufacturers Association in- 
structed the association to make 
application for a commercial stand- 
ard for hardwood veneered doors 
at the annual meeting at Curtis 
Hotel, Minneapolis, Feb. 11-12. 

Thirty representatives of 20 
member companies were present at 
the session at which a progress re- 
port was made on NDMA’s educa- 
tional program. It is planned to 
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YOUR 


CUSTOMERS 


THE demand for Hardwood Plywood is proven by 
many dealers who have found the key to its successful 
merchandising. 


One dealer we know did an annual volume last year 
of $200,000.00 in plywood alone. Most of his business 
was in HARDWOOD PLYWOOD and in SMALL 
SIZES. 


This dealer has a “self service” plywood display 
where customers can pick out the proper species of 
wood for their particular job. He has found that his 
customers have furniture in their homes made from 
the more expensive hardwoods, such as Birch, Maple, 
Walnut, Mahogany, and Oak, and that they naturally 
want to use the same woods throughout the home. 
Home owners may not know these woods by name, 
but they do recognize and buy them when they see 
them on display in your yard. 


For something new, designed to increase your plywood sales 
meet us at our booth at your lumber dealers’ convention. 
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Most retailers have also proven that sales and profits 
have increased several-fold when plywood is retailed 
“by the piece” instead of “by the square foot.” Small 
sizes sell better because of the smaller unit price. 
Many dealers have found it profitable to cut up 48 
x 96 panels in the smaller sizes before placing them 
on display. Remember, a man can’t take a 4 x 8 panel 
home in his car. 


All of these popular “home work-shop projects,” that 
housewives are requesting, take small sizes: 


record cabinets 

coffee tables 

window valances 
juvenile furniture ‘ 
wall shelves 

kitchen cabinets 


sewing cabinets 
end tables 
wardrobe cabinets 
toys and novelties 
magazine racks 
book cases 


Your plywood sales will take a surprising increase if 
you will do these things: 


1. Carry on hand a selection of all species of plywoods in- 
cluding Walnut, Mahogany, Birch, Oak, Gum, and Yellow 
Pine. 


2. Display your stock to the public where customers can pick, 
BY RECOGNITION, the wood they need for their particu- 
lar job. 


3. Advertise in your local papers several times per week, list- 
ing the actual quantities and sizes you have for sale. Many 
people are still under the impression that plywood is al- 
most impossible to get. 


4. See Aetna’s booth at your lumber dealers’ convention. We 
have something this year that will be really worthwhile in 
helping you to cash in on these plywood profits. 


5. Learn first hand how one dealer hit the jackpot. Get the 
full story “A Plywood Center For Your City.” Write 
today. 


Plywood & Veneer Company 


1732 Elston Ave., Chicago 22, Illinois 


Phone ARMitage 7100 Teletype CG 305 
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Model 18 


Rent a Hotchkiss 

Automatic Tacker 

with every sale of 
Roll-type Insulation. 


A Hotchkiss Automatic Tacker does 
more work faster and causes less 
fatigue. Just press down on the han- 
dle to operate. Hold the insulation 
in place with one hand and tack it 
with the other. No slips, no torn in- 
sulation or holes punched in it by 
missed hammer strokes. You can tack 
under eaves and in confined spaces 
where you can't swing a hammer. 


No need to look for tacks. The 
Hotchkiss model 18 holds strips of 70 
twinpoint staple tacks always ready 
for use. 


There's extra profit too, in the staple 
tacks you sell with the insulation. 
Besides this, many renters decide to 
buy the tackers because they find 
them so useful for dozens of other 
tacking jobs. If you are not carrying 
a stock of Hotchkiss Tackers and 
staples, write today for details and 
prices. 





The sketch at left shows 
how easy it is to tack in 
confined spaces with the 
Hotchkiss automatic 
tacker. 


\ 


OVER FIFTY YEARS OF EXPERIENCE 


The E. H. Hotchkiss Company has 
specialized in the manufacture of 
tacking and stapling devices for over 
half a century. 


THE EH. MOCCUMESS COMPANY 


* 
° c ON NECTIHCUT 
o// thots best in stapling” 
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publish a stock millwork handbook 
or textbook as soon as practicable. 
The summer meeting will be held in 
Missoula, Mont., in August, dates 
to be announced. 


Officers elected were: E. W. 
Donahue, Wabash Screen Door Co., 
Chicago, president; R. D. Scame- 
horn, Morgan Co., Oshkosh, Wis., 
vice president; A. F. Baal, Carr, 
Adams & Collier Co., Dubuque, Ia., 
treasurer and O. C. Lance, secre- 
tary-manager, NDMA, Chicago, re- 
elected. 


TESTIMONY 
NRLDA spokesmen take stand 
against socialized housing 


“WE never hesitated to subsidize 
a farm crop when we wanted more 
of it. We should be no more hesi- 
tant to subsidize a housing group 
when we want more of it.” 


That is the type of argument for 
socialized housing that is being pre- 
sented before the Senate-House 
Committee on Housing. The state- 
ment above is attributed to Rep. 
Javits (R., N. Y.), who contended 
that the Taft-Ellender-Wagner bill 
should be enacted “‘because it is the 
central core of a national program 
and expresses a bold and determined 
effort of Federal government lead- 
ership in solving it.” 

Speaking for the Industry-Engi- 
neered home at this hearing were 
David S. Miller, president of the 
Producers Council, Inc., which has 
co-operated with the National Re- 
tail Lumber Dealers association in 
producing the home, and Robert A. 
Jones, chairman of the I-E homes 
committee. Mr. Jones told the com- 
mittee the I-E home can save an 
estimated 10 percent in labor and 
materials costs. 


INDIANA MEETING 


Hardwood association observes 
50th birthday in Indianapolis 


THE 50th anniversary meeting 
of the Indiana Hardwood Lumber- 
men’s was held in Indianapolis, Jan. 
29-30. Approximately 200 lumber- 
men from Indiana, Illinois, Michi- 
gan, Ohio and Kentucky attended 
the golden anniversary meeting. 

Features of the session included 
a tour of the E. C. Atkins & Co. 
saw manufacturing plant in Indian- 
apolis; the lumbermen’s round-up 


February 


banquet at which John I. Shafer, 
president, John I. Shafer Hardwood 
Co., was toastmaster and Stanley F. 
Horn, editor, Southern Lumber man, 
spoke on “Hoosiers in the South.” 

Gov. Gates awarded cash prizes 
to the 10 winners of the forestry 
contest sponsored by the Lumber- 
men’s Association, Purdue Univer- 
sity and the State Division of For- 
estry. 

Officers elected were: J. Carl 
Daugherty, president, Hoosier Ven- 


eer Co., Indianapolis; first vice 
president, David O. Holmes, 
Holmes-McCormick Co., Kendall- 


ville; second vice president, Wil- 
liam F. Franket, Wood Mosaic 
Company, Louisville; secretary- 
treasurer, Roy C. Brundage, de- 
partment of forestry and conser- 
vation, Purdue University. 
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“No, I'm not particular—any 
make of suspenders will do!” 











PONDEROSA PINE 


Frank Stevens named president 


at session in Minneapolis 


FRANK STEVENS of the Ideal 
Co., Waco, Tex., was elected presi- 
dent of the Ponderosa Pine Wood- 
work Association at the associa- 
tion’s annual meeting at the Curtis 
Hotel, Minneapolis, Feb. 10. 


Other officers elected were: T. L. 
O’Gara, Weyerhaeuser Sales Co. 
St. Paul, vice president; Arthur 
Hansen, Huttig Mfg. Co., Musca- 
tine, Ia., and Arthur H. Mohring, 
Edward Hines Lumber Co., Chi- 
cago, were elected secretary and 
treasurer respectively. 

E. W. Ruddick, general manager, 
summarized Ponderosa Pine’s ad- 
vertising and promotion program 
in his annual report. 
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LASs is modern and glamorous ... that’s why so 
(; many homeowners want glass included in their 
homes when they build or remodel. You can help 
them have the kind of home they want .. . and 
iT A LWAY 4 PAY % increase your volume of business at the same time 
... by suggesting modern glass installations that are 
useful and decorative. 
Mantel mirrors reflect gaiety and color and make 
TO R e C °o ae et e re D rooms seem brighter and larger. “Spruce up” mir- 
rors in entrance hall and kitchen are conveniences 
that housewives appreciate. Carrara Structural Glass 


makes a colorful, easily cleaned splash panel behind 
kitchen stove or bathroom lavatory. Pittsburgh Corn- 
ing Glass Blocks exclude dust, guard privacy and 
S ; bring daylight into dark areas. And every home can 


use at least one full length Plate Glass door mirror. 

aE —EE Suggestions like these have proved their popularity 
with modern homemakers. 

Send the coupon below for our free booklet which 

“contains other suggestions on the use of glass in homes. 

















, Carrara Structural Glass, 
2 available in ten attractive 
4 


4 colors, makes attractive OE ee ee 
i bathroom walls or wain- | Pittsbureh Plate Glass C 
fi scots. The sm : ittsburgh Plate Glass Company 
¥ scots. smart shower 20: ; ildi i ; 
i s 2039-8 Grant Building, Pittsburgh 19, Pa. 
1 door of rough Plate Glass ; were 
4h eliminates the need for a | —— 
% #1 e . . : 
es shower curtain. | Please send me, without obligation, your four-color illustrated book showing 
| modern uses of glass in the home. 
a eee ee nee 
| MONON ssh cs caacee senna sectaeccasnedekadees eeu eeaanecnones anes peauenoee 
| CR ii asncnd dcop ete oneness RR ook in cee nnens 


PAINTS - GLASS - CHEMICALS + BRUSHES - PLASTICS 


PITTSBURGH wa 4 Gias 5S COMPANY 
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CREO-DIPT COMPANY, INC., NORTH TONAWANDA, N. Y. 
CREO-DIPT OF CANADA, LTD. 





THE ORIGINAL SHINGLE STAIN— FIRST AND BEST! 


14 


Suppose women wore the same dress year 
in and out. You'd get sick and tired of it. So 
does the home on which imitation substitute 
sidewall materials are used — and the home 
owner feels that way about it too! Once you 
use an imitation material for sidewalls the 
owner has to live with it—the same color 
getting dingier every year with no satisfac- 
tory way of repainting. 


Contrast this with the lucky home owner 
who chooses Creo-Dipt Double Wall Zephyrs. 
At surprisingly-low cost Zephyrs quickly and 
easily replace warped, split, dingy-looking 
clapboards, or pealed, blistered, faded paint, 
or cracked, crumbly stucco. Zephyrs can also 
easily be applied over substitute materials. 


Zephyr homes have a genuine, natural, 
artistic appearance and by restaining every 
five years or so can take on a new air of 
freshness and charm — even a_ complete 
change of dress as to color. 


You build for the future when you recom- 
mend Genuine Red Cedar Certigrade Shingles 
backed by Creo-Dipt approved moisture-re- 
sistant insulation board. Send for Creo-Dipt’s 


new book on Double Wall Zephyrs. 





VANCOUVER, B. C. 


—— +. 
_ __ 
———_ 


LETTERS 


. 


we te” EDITORS 


Community Effort to Promote Home Building 





il 


To the Editor: We would like to have some help 
from you in organizing a joint community or trade 
effort to promote the building of homes in our com- 
munity. I know you have run such articles in your 
magazine from time to time. I have the issues of the 
last few months. Have any articles appeared in those 
issues? 

What I mean is to form an organization or group 
composed of the retail lumber dealers, hardware stores, 
contractors, real estate men, etc. and try to promote 
good housing at a price people can afford to pay.— 
HAROLD R. HALEY, Haley Lumber company Ltd., 
St. Stephen, N. B. 


“‘Sweat Equity’—Painesville Plan Yields 
High-Quality, Low-Cost Homes,” in the Feb. 14 
issue outlines a very similar idea that is prov- 
ing successful. National Retail Lumber Dealers 
association, 302 Ring building, 18th and M 
streets, Washington 6, D. C. will give full in- 
formation on Home Planners Institute which 
should be of help. Suggest checking the index 
of feature articles for 1947 which appeared in 
the Dec. 20 issue.—The Editors. 


Suggests Price Reduction 


To the Editor: We think the AMERICAN LUMBERMAN 
& BUILDING PRODUCTS MERCHANDISER would be doing 
the trade a great service if they would come out on an 
article advocating a reduction of prices, say 10 per- 
cent, the same degree which the Weyerhaeuser com- 
pany have. Of course we understand the Weyerhaeuser 
people only produce a small quantity of the entire 
output, but unless the general reduction is made all 
the way down the line in yellow pine, West coast stocks 
and hardwoods, we are very fearful that we will have 
another OPA on our hands, and this would certainly 
not do the trade any good. 

: Suppose you think it over and see if you 
can’t give us a pretty good article in the next Lum- 
berman and do a little good for the trade as well.— 
A. E. DARLING, A. E. Darling Lumber company, Big 
Rapids, Mich. 


See the editorial “Inflation Requires a New Ap- 
proach to Pricing” on page of this issue.— 
The Editors. 


Suggest Reprinting "Clinic" 


To the Editor: Your magazine has for many months 
been running a Merchandising Clinic explaining what 
happens to the profit dollar when prices are cut, sales 
volume decreases, etc. 


Why not gather up these figures, formulas and cri- 
teria, put them in book form and make them available 


. . & 
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Purple Ribbon baby beeves (all Herefords) Winners at the 1947 4-H Club Show, 
Nebraska State Fair. Owners and sponsors, left to right, Lorraine Yeutter, Darrell 
Smith, Judith Laier, Edward Heuftle and Thyra Mae Hill. 


USS American FENCE 


It takes more than good looks to make a fence a 
champion. It takes better design, longer life and all- 
round good service. U-S-S American Fence has 
all these things and more. That is why year after 
year U.S. farmers have made American Fence the 
champion best seller. When you sell U-S-S Amer- 
ican, you know you're backing a champ. 

You'll get plenty of backing from us, too, with 
strong, consistent advertising in the best farm 
papers .. . with literature to pass out to your cus- 
tomers ... and with a nation-wide, United States 
Steel radio program for a full hour every Sunday 
evening. 

This is the kind of promotion that builds future 
sales for you. For further information about U-S-S 
American Fence, Poultry Netting, or other U-S-S 
American Products, write to American Fence, 412 


Rockefeller Building, Cleveland 13, Ohio. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 


Theres moe AMERICAN FENCE on cae Than any Wher teand. 


I1y 
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5 Facts to bet Onl 
————— 
¥ Fred W. Wappat Tools are 


in increasing demand! 





Vv are steadily advertised to 
your customers 


¥ offer you a liberal profit 
margin! 


Fred W. Wappat 
Portable Electric Hand 
Saw, Model A-9”. Cut- 
ting capacity, 3/6”, 
Model A-8” cutting ca- 
pacity is 23%". 


[ Fred W. Wappat 
p egies Portable Radial Guide, 


> 25” capacity. Also 


ee made in 60” capacity. 





Fred W. Wappat Portable Electric Hand Saws are overpow- 
ered for fast cutting, operate perfectly in any position. Simple, 
built-in gauge accurately predetermines all angle cuts. Light 
weight, even balance permits fatigue-free one-hand operation. 
Can be inverted for ripping, or fitted with proper blades, will 
cut tough building materials, including light gauge steel! Both 
models feature the famous Fred W. Wappat telescoping guard, 
permanently lubricated motors, one-point lubrication for all me- 


chanical parts. Write for information, and ask for Bulletin S-10. 


Fred W. Wappat Portable Radial Guides give the user every 
important feature of a radial saw, yet he can return his Fred W. 
Wappat saw to electric hand saw work in a few seconds! All- 
welded construction eliminates excess weight. Carriage moves 
smoothly on sealed ball bearings—no lubrication necessary. 
Plans for making table of stock lumber, as shown here, included 
with each guide. Capacities up to 60’. Weight of standard 
guide, 55 Ibs. Write now for information, and ask for Bulletin S-8. 


Be convinced! Talk today to a user of Fred W. Wappat Tools. 


FRED W. WAPPAT, Inc., 159 Valley Street, Mayville, N.Y. 


On Chautauqua Lake 











: 


to the trade. I am sure all of us would be happy to 
pay for the cost of such an undertaking —NORMAN 
F. HAGADORN, Milliman & Hall, Saratoga Springs, 
N. Y. 


Use CARE to Ease the Plight 
of Fellow Lumber Dealers in Europe 


To the Editor: I thank you greatly for your issue 
of October 25, which I received today. The printing 
and all technical details show how far you are ad- 
vanced in every way. Even during our good times we 
never could get near to this perfection in Germany. 
With a great deal of envy we are admiring the surplus 
and the fulness over there against our poverty and 
lack of everything. And we had to start a war against 
such a great country. We are now down and out. We 
refugees from the eastern part of Germany are in the 
poorest condition you can imagine. Unless the United 
States helps Germany we will remain a rubbish and 
a state of 5th power. 

When the Russians broke through on Jan. 20, 1945 
I had to flee at night, leaving behind me my home, my 
savings and my business, including the factory. I es- 
caped at first to Danzig, then by boat to my present 
address. We refugees are in need of everything and 
lost all hope that the situation will improve. You can- 
not imagine how primitive we are living. We have to 
fight against hunger and the cold. We never have a 
chance to return to our places in East Prussia, as 
the Poles are driving out every German who remained. 

It is absolutely impossible for us to start in business 
here, as the territory is too small and the competition 
will not allow us to obtain a permit to start in business. 
The business men who are situated here before the 
war, are doing their utmost to prevent further com- 
petition. We cannot even get a decent place to live. 

I am 65 years old and started in the lumber business 
for export and also make wooden barrels and veneer 
with 10 other refugees. But they all left me as they 
could get more food and pay in the Ruhr mines. So 
I am alone again. 

Everybody here knows that the citizens of the 
United States are doing a great deal of charity for 
Germany and no doubt, you too are participating in 
the sending of food parcels. I would be greatly obliged 
if you would remember a fellow craftsman when pre- 
paring your list of donations. It is not easy for me, 
in my old days, to send you a letter asking for such a 
donation, but a person cannot live at the present short 
rations. In addition, there is no coal, my shoes are 
torn and the clothes are full of holes. 

I thank you greatly in advance for anything you 
will do for me.—Respectfully yours,—Max Voges and 
wife, 24 Flensburg, Marienhoelzungsweg 11, British 
Zone, Germany. 

The staff of the magazine has sent a food 
package in answer to this letter. If you would 
like to send a food package to some other lum- 
ber dealer in Europe the proceedure is simple. 
Send $10 to CARE, 189 W. Madison steet, 
Chicago, Illinois asking that a food package be 
sent to a lumber dealer in whichever country 
you specify. CARE representatives in Europe 
have names of needy people listed according to 
occupation and you can be sure your package 
will go to a lumber dealer or lumberman. Be 
sure to say you want a FOOD package and re- 
quest that you recieve an answer saying the 
package has been received. On request CARE 
will send the proper blank for you to fill out 
and a description of the various types of cloth- 


ing, food, etc. boxes available for sending to 
Europe.—The Editors. 


. — 
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74 guide for Management 


MARKETS, as this is written, seem to be steady- 


ing. It'll be a little time before the course of prices 
is clear; no one denies that this is a touch-and-go 
period. But analysts don’t think the recent wobbles 
mean the start of a no-foolin' downswing; not right 
now. Those variable prices might scare the pants 
off us; but they're not likely to check building ac- 
tivity seriously this spring or summer. 


THE SINKING SPELL seems to have been brought 


on by three factors: (1) world-wide prospects for 
big crops, with less demand for U. 8. food exports; 
(2) devaluation of the franc, giving other currencies 
the idea and warning of underpriced imports com- 
ing into the American market; and (3) U. S. domestic 
prices that looked down at the customers from a 
great height and suddenly felt lonesome. 


INVENTORY REPORTS are conflicting; much dis- 


agreement about whether they're too big or too 
little. In general they're a lot larger in footage than 
a year ago, especially in the top cities. Too large? 
Probably not, on the average, for the business in 
sight the next five or six months. But there's plenty 
of worry as well as disagreement about the future 
of building material inventories. 


REASONS FOR ANXIETY: building material 


prices have been as high and as vulnerable, on a 
comparative basis, as prices of farm commodities; 
and it wouldn't take much of a jiggle to compound 
a complete mess. Federal retail credit controls are 
not likely to be changed; but banks, all on their 
own, are screwing down on loans. Mortgage money, 
even on Title 6 loans, is harder to get. So are in- 
terim construction loans. Business loans have been 
declining in general; bank deposits are down. 


THE GRAY MARKET, on the other hand, con- 


tinues to go strong; and, whatever else it is, this 
market is a measure of demand over supply. Build- 
ers who will pay premiums above established prices 
for immediate delivery really want that stuff. The 
gray market, of course, can perish in a night; when 
the wire edge is off demand. But at the moment it 
llourishes like Jonah's gourd. 


WAGE DEMANDS, as of now, seem certain to be 


made. They're based in the main on the cost of 
living. While some retail food prices came down, 
following the break in commodities, the adjustments 
at retail levels are not likely to affect the cost-of- 
living index much, at least for some weeks. The 
break did take a little steam out of the wage cam- 
Paign; perhaps enough to hold down the increases 
but hardly enough to stop them. 
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RETAIL FAILURES are said to be three times as 


numerous as a year ago. These failing ventures are 
mostly inflation ventures; neither efficient enough 
to compete with their neighbors nor firmly enough 
established to ride along while learning. In short, 
they couldn't pass their high costs on to the con- 
sumer. 


LABOR EFFICIENCY definitely is increasing. Due 


largely to craftsman pride in skill, partly to the in- 
centive involved in the lengthening shadow of un- 
employment fears. Administrative efficiency is being 
stepped up. Materials flow more freely, though more 
can be done about that. American light construc- 
tion is studied: by builders from all parts of the 
world. It's time the customer understood these 
things. 

BUILDING MATERIALS MANUFACTURERS have 


long worried over what they call a “lousy press”; 
that is, destructive and uninformed publicity in daily 
papers, household magazines, radio programs and 
in a few instances in the trade press. Plans have 
been in the making to do something about it; and 
at present the steam is about to be turned into the 
dynamo. A long-needed device of corrective in- 
formation. 


MANY ORGANIZATIONS are included. The pro- 


gram will operate under the general direction of 
the Producers’ Council and through the Construc- 
tion Industry Information Committee. Melvin H. 
Baker, president of National Gypsum, is chairman 
of the committee. A $100,000 war chest has been 
planned for the first year and much of the sum has 
already been raised. Miles Colean, noted housing 
economist, will have general direction of the pro- 
gram. 


PRICE CONTROLS will not get much further at- 


tention at either end of the Avenue. The White 
House has reaffirmed its request for these things, 
for the record, but apparently doesn't expect any- 
thing to be done. The Department of Agriculture 
seems ready to bolster the wheat market, if this is 
necessary, by means of timed export purchases. 
No politician, in either major party, wants a bust 
now. 


HOUSING LEGISLATION is coming up but hasn't 




















taken exact form. There’ll be an extension of rent 
control, and a housing bill will be passed. Senator 
McCarthy doesn't favor public housing; at least by 
that name. He would encourage private builders to 
erect low-cost housing by offering them certain con- 
siderations that are not called subsidies, but that 
do put the Treasury behind the projects. 
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The Improved hawt Doh 


% LOW COST—To help you move stocks 
quickly, build volume and profitable 
turn-over. 


% ATTRACTIVE APPEARANCE-De- 
signed to blend with any style of 
architecture. Features a new, auto- 
type lock for added safety and beauty. 


% DURABLE STRENGTH -— Manufac- 
tured of sturdy Douglas fir, the wood 
made durable by nature. No danger 
of denting. 


¥% WEATHERPROOF PANELS—Craw- 
Fir-Dor panels are of Exterior-type 
Douglas fir plywood, the plywood 
made with completely waterproof 
adhesive. 


% EASY-TO-INSTALL—Hardware is 
97% pre-assembled. Door is prefit to 
standard 8 by 7-foot size. Installed 
in an hour with only five tools—ham- 
mer, screwdriver, level, saw, brace 


and bit. 


NOW AVAILABLE 








SELF ENERGIZING « ONE PIECE * OVERHEAD TYPE 


Garage Door 


Sold Only Through Lumber Dealers; 
It’s the Door that Put the Lumber Dealer 
Back in the Garage Door Business! 


AVAILABLE now — the door that in pre- 
war years brought the garage door busi- 
ness back to the lumber dealer. Featuring 
new, improved, easier-acting and more 
dependable hardware, the Craw-Fir-Dor 
will again be one of your best volume 
items. And it will be yours exclusively, 
because Craw-Fir-Dor is sold only through 
lumber dealers. Feature Craw-Fir-Dor. 
Suggest it on bills of materials. Contact 
your regular source of supply NOW and 
build up your stocks! 


For special residential or industrial instal- 
lations, write the Crawford Door Company, 
Detroit, Michigan—maker of a complete 
line of sectional overhead-type doors. 





FIR DOOR INSTITUTE 


TACOMA 2, WASHINGTON 


The National Association of Douglas Fir 
Door Manufacturers 


PROP tar EH 
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INFLATION REQUIRES A NEW APPROACH TO PRICING 


The practice of using a gross-profit percentage 
mark-up on the F.O.B. cost of goods became quite 
general during the interim between the World Wars. 
Manufacturers, wholesalers and retailers used it 
widely. When markets are fairly stable it provides 
an adequate and simple answer to pricing problems. 


But after inflation starts, this pricing policy has 
two weaknesses: 


It contributes importantly to the rapidity and 
height of inflation. 


-When the turn comes it is inadequate to assure 
net profit. 


The unusual profits secured by American business 
during the past year were more the result of the per- 
centage-mark-up-for-gross-profit technique than charg- 
ing what the traffic will bear. 


Let’s take the retail lumber business as a hypotheti- 
cal example of this technique. In the early thirties, 
it was determined that the normal cost of doing busi- 
ness in retail yards was 23-1/3 percent on the selling 
price. Any dealer who wanted 10 percent net profit 
on sales could compute his necessary percentage 
mark-up at 50 percent. This would provide a 33-1/3 
percent gross profit. 


In dollars it worked out like this: F.O.B. cost of 
lumber—$40 per M; 50 percent mark-up—$20 per M; 
selling price—$60 per M. Handling and operating 
costs—S10.50 per M; sales costs—$3.50 per M; Net 
Profit—-$6 per M. 


(As a matter of experience in the thirties, average 
profitable dealer operations secured nearer 40 percent 
mark-up getting 27 percent gross on the selling price 
with a cost of 21 percent and a net profit of six per- 
cent on sales. ) 


Note how the picture changes in inflation. Using 
the 50 percent mark-up on $100 per M post-war lum- 
her, the selling price becomes $150 and the gross pro- 
fit $50 per M, 

The catches are (1) that the $100 per M, F.O.B. 
yard cost includes gross percentage mark-ups clear 


BuILDING Propucts MERCHANDISER 


back to the woods and (2) that costs of retailing 
have not advanced as rapidly as wholesale prices. 

Post-war overhead and operating costs of putting 
a thousand feet of lumber through the yard have 
grown from a pre-war cost of $10.50 per M to $16 or 
$17 per M. Sales costs have probably increased from 
$3 to $5 per M, making an overall unit cost of $21 
or $22 per M—leaving a net profit of $28 or $29 per 
M or 1814 percent on the selling price. (Many build- 
ing products retailers and other business men have 
not used this principle, otherwise overall 1947 profits 
would have been even higher.) 


It becomes evident that any dealer using this mark- 
up principle could lower his selling prices consider- 
ably and still have 10 percent net profit on sales. 


But a still more vital point is that when deflation 
comes, if retail operating and sales costs don’t drop 
as rapidly as wholesale selling prices (and they 
won't) a retailer using this percentage-mark-up-for- 
gross-profit principle could conceivably price himself 
into red ink and insolvency. 


“Now is the hour” to change mark-up procedures 
from the old basis of a gross profit percentage added 
to F.O.B. yard costs to a new basis of a net profit per- 
centage added to the sum of F.O.B. yard costs plus all 
expenses applicable to the unit. (See the box on 
Page 38 for table of net profit mark-up.) 


If this should result in lowered selling prices, deal- 
ers should publicize this price adjustment widely. 

American Lumberman & Building Products Mer- 
chandiser takes pleasure in announcing an article on 
How to Budget Unit Costs by one of our industry’s 
ablest accountants in an early issue. 


EDITOR. 
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Laminated to more than !4” thickness. Has 
specially prepared surface——smooth and fuzz- 
less. Not thick, brittle or spongy.Won’t crack, 
craze or loosen. Comes ready to enamel. You 
can sell the enamel too. 


Application: direct to studs in new construc- 
tion, or direct to furring over old plaster. 
Upson Fasteners (an exclusive Upson feature) 
permit application without visible face nailing 

-provide for normal structural movement 
of studs and joists. 


Available now —you can meet the demand. 
There is an Upson jobber near you. Call, 
wire or write us direct. 


Easily Identified By The Famous BLUE Center 





Wil /(, at Low Cost- 
Sell UPSON DUBL-THIK Fibre-Tile 


Sell more customers who want real value 
and lasting beauty! 

Sell them Upson Dubl-Thik Fibre-Tile. 
They can buy it and have it applied at a 
fraction of the cost of either tile or pre- 
finished tile-like materials. Many years 
of use in tens of thousands of baths and 
kitchens have proved its value. 





WATERPROOF TAPE 
APPLICATION 





J A, - UPSON 
Waterproof 
Tape 


Caulking 


Dubl - Thik 


Fibre-Tile 


UPSON Dubl-Thik 
Fibre. Tile 





Waterproof Tape 


» Mt Ae '/g' Robbet 


Waterproof Caulking 


DETAIL AT BATH TUB RIM 
' 
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PARTNERSHIP of William R. Davis and Jack C. 
Davis, father and son, look over plans in 


front of their office fireplace. Incidentally, 

this wood-burning fireplace, say the Davises, 

gives the room a nice atmosphere in which 

to discuss home building plans with pros- 
pective customers. 


OUTHFUL ENTERPRISE and 

aggressiveness are happily 
coupled with age and experience 
in the father-and-son partnership 
of the Davis Lumber company in 
Hutchinson, Kans. 

William R. Davis spent 28 years 
in the employ of the Long-Bell 
Lumber company; 25 of these years 
as district sales manager in 
Wichita. His son, Jack C. Davis, 
came into the business in 1937 up- 
on his graduation from the Uni- 
versity of Oklahoma. 

Together, these building material 
merchandisers started building a 
small closely knit organization de- 
signed to fulfill the complete de- 
mands of the consumer—whether 
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SEE FOR REPAIRS 
Laawe TRUCK 
BODIES 


SAMPLE of the truck body work done by Davis Manufacturing company. This was exhibited 
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An Organization Based On 


Character and Complete Service 















MASTER MERCHANTS OF THE LIGHT 


CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
‘tured in the series, but a sufficiently large number of 
them meet the exacting requirements so thet it will take 
many months to cover them all. 
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it is a complete home or a minor 
repair job. Their success in this 
field entitles them to become Master 
Merchants of the Light Construc- 
tion Industry. > 

Currently the program is aimed 
toward satisfying the residential 
needs of the average-income man, 
especially the veteran. Jack Davis 
reasoning in this direction is preju- 
diced-unselfishly. He spent 42 
months in the Navy in the last war, 
20 months aboard the USS Han- 
cock aircraft carrier in the Pacific 
where he was awarded the bronze 
star medal for heroism following 
a direct hit by an enemy shell. The 
Davis Lumber company’s interest 
in providing homes for veterans 
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at a booth taken by the company at the Kansas State fair. 
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goes beyond the profit motive. When 
a contractor refused, in his own 
words, to “stick his neck out” on a 
home loan to a badly disabled vet- 
eran who needed shelter for his 
family, the company took over the 
job and made less on it than it was 
compelled to pay the original con- 
tractor for his service fee. 


SERVICING THE “LITTLE MAN” 


SECONDLY, the Davis Lumber 
company is convinced that the 
“little man” it is selling today— 
given service and satisfaction at a 
price—will become an increasingly 
important customer tomorrow. That 
is the platform on which the Davis 
Lumber company has built its repu- 
tation for the last 10 years. Al- 
ready, it has started to pay divi- 
dends. Second houses are now be- 
ing built for customers of several 
years ago. 

Nevertheless, the desire to pro- 
vide complete service for the home 
builder is tempered by sound busi- 
ness sense in the matter of selec- 
tive selling. This is how it works: 

A prospective home owner, say 
a veteran, comes to the Davis Lum- 
ber company. He has read of the 
company’s home building service 
with particular attention to veter- 
ans in advertisements or heard the 
name of the company during one 
of its two daily spot radio announce- 
ments. 

First, the earning capacity of the 
veteran is examined to show him 
how much of a home he can afford. 
He will have an opportunity to ex- 
amine an ample supply of stock 
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Davis Lumber company, Hutchinson, Kans., will 
do a “fixit” job or build a complete home; loyal 
employees are stimulated by liberal incentives. 


year-around service in the installa- 
tion of storm windows, screens and 
other seasonal services including 
light repairs for a fixed fee. 
COMPLETE service to the home 





plans. These are adapted by W. R. 
Davis to suit the consumer’s prefer- 
ence. 

Next, the site and location are 
checked with a loan company to be 
sure these qualifications are met, 
but the home is built before appli- 
cation is made for a GI loan. After 
it is built, the house is appraised for 
loan value. Meanwhile, the Davis 
Lumber company assumes the en- 
tire financial burden during the 
construction period. 

This policy, Jack Davis explains, 
is based on the “honesty, need and 
ability to pay” as evidenced by a 
personal interview with the appli- 
cant. Thus far, the program has 
worked out satisfactorily. Four- 
teen houses have been completed for 
veterans since the winter of 1946. 
Three houses were built for other 
than veterans. Seven houses are 
now under construction, two of 
which are for veterans. 

MEDIUM PRICE BRACKET 

THESE houses have been of one- 
story two-bedroom design with 
combination living-room dining 
space and a utility room. About 50 
percent have garages. The houses 
are designed to allow for expan- 
sion. The purchase price, which in- 
cludes lots valued at $500 to $1,000, 
have been in the $5750 to $7250 
bracket. In every case monthly 
payments have been under $50. 

In many cases, the home builders 
have cut their costs by doing part 
of their own work—roofing, paint- 
ing, rough wiring, cement work. 
Several men have worked co-opera- 
tively on each other’s homes, saving 
a maximum of perhaps $200. 

In developing its complete home 
building service, the Davis Lumber 
company bought lots before, during 
and after the war. It now has 
about 20 60-foot building sites 
available in one choice area. Al- 
though the home builder is not re- 
quired to purchase a Davis lot, 
these lots are considered as essen- 
tial to the company’s operation as 
a 2x4, 

Prior to the war two-thirds of 
the company’s business was in the 
home building field. The company 
completed 62 houses in the 1937- 
1941 period. 

Realizing that the day of competi- 
tive selling is here, the company 
is planning to .renew two of its 
consumer’ service policies’ that 
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builder is facilitated by eight car- 
penters employed full-time by the 
company. These men are paid on 
an hourly basis but guaranteed em- 
ployment throughout the year. This 
is possible under a separate organi- 
zation established last year under 
the name of the Davis Manufac- 
turing company, headed by William 
R. Davis. 

The Davis Manufacturing com- 
pany works hand-and-glove with 
the Davis Lumber company’s build- 
ing program. In the well-equipped 


lapsed during the war years. One 
relates to home building; the other 
to repairs. Another part of this 
story will describe the unique mer- 
chandising portfolio developed by 
Jack Davis entitled A Home is 
Built. Prior to the war the com- 
pany employed one man full time 
for odd repair and home service 
work. Now the company is pre- 
paring to renew its Mr. Fixit serv- 
ice on a contract basis with house- 
holders. Specifically, it will offer 
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COUNTER displays bear out the sign outside, “Neighborhood Hardware Store.’ Complete line 
of builders’ hardware and carpenters’ tools are stocked. One idea is to save customers in the 
neighborhood a trip downtown. 
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EXTERIOR of the Davis Lumber company, Hutchinson. Headquarters of the Davis Manufacturing 
company, where portable buildings are prefabricated and custom millwork is turned out 
at extreme left. 


' a 
February 28, 19/8, AMERICAN LUMBERMAN & 








JUS! 
in 1 


; 
clu 
nee 
Dar 
mo 
gla 
sere 


bur 
log 








shop a 
windo 
as uni 
struct 
chicke 
cattle 
traile: 
cabine 
pallets 
in the 
vents 
Unc 





MERCH, 


Bultp 


talla- 
s and 
iding 


home 

car- 
y the 
id on 
(| em- 

This 
‘yani- 
under 
ufae- 
illiam 


com- 
with 
build- 
iipped 





ylete line 
rs in the 


# 


ufacturing 
ed out is 


MAN & 

















MANY deluxe features are in- 
cluded in the first Industry-Engi- 
neered home completed by the 
Davis Manufacturing company this 
month. These include double 
glazed picture window; window 
screens and storm sash; wood- 
burning fireplace with basket for 
logs; gravity heat; full basement; 





COST BREAKDOWN OF INDUSTRY-ENGINEERED HOME 
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JUST completed is this Industry-Engineered home. Clarence Biggs, the builder, is the man 
in the picture. This is a deluxe house with picture window, wood burning fireplace and 
custom-made book cases. 


lath and plaster; complete gutter- 
ing; clear oak flooring; custom- 
made book cases; garage. 

Total cost, exclusive of the lot 
which the home owner already had, 
was $9,175.23. Cost analysis for 
this house was as follows: 
Survey, permit........ .$ 
Excavating ... 


3.00 
81.00 


Grediag........... ... 32.00 
Cement, transit mix... .. 361.00 
Chimney & fireplace (in- 
cluded in material bill) 
Brickwork (labor only).... 74.25 
Material Bill ........... 3709.58 
Carpenter labor & cement 
eer ........ ..... 1862.00 
Floor surfacing......... 20.00 
Weatherstripping & gut- 
tering (in material bill) 
Plastering (labor)... .... 177.50 
Plumbing 850.00 
. aa, 400.00 
Finish hardware (in mate- 
rial bill) 
Electric wiring ......... 300.00 
Electric fixtures......... 58.17 
Shades ..... = 
Painting and decorating 
(labor) ..... tteess oe 
Linoleum & linowall in 
kitchen ............. 190.00 
Wallpaper ...... ..... 9500 
Garage included in above 
figures 
Contractor's fee ....... 601.00 
$9,175.23 








shop adjoining the lumber company, 
windows and frames are assembled 
as units; all tvpes of portable farm 
structures are built——-hog, calf and 
chicken feeders; brooder houses and 
cattle feed racks; truck bodies, house 
trailers, lawn furniture, kitchen 
cabinets, corner cupboards and 
pallets. The carpenters are busy 
in the shop when bad weather pre- 
vents on-site construction. 

Under this set-up, Jack Davis 


points out, the carpenters, the com- 
pany and the consumer all benefit. 
First, the carpenter is assured 
regular employment; secondly, the 
company can hire its own labor 
more cheaply and sell it for less 
than the consumer could possible 
buy it on the open market. 

In addition to its own building, 
Davis Lumber company supplies 
home building materials to three 
leading contractors in Hutchinson, 





MERCHANDISE is neatly stocked on shelves. There are several island displays and an out- 
standing wall exhibit of carpenters’ tools. 
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a thriving county seat of 30,000 
population. 

Two slogans are used effectively 
by the Davis Lumber company in 
its home building service: 

1. It’s fun to Build the Davis 
Way. 

2. It’s Easier to Build Than You 
Think. 

A third slogan emphasizes the 
reputation the company is striving 
to build: Davis Built Means Well 
Built. 

USE CLASSIFIED ADS 

THE company has found that 
classified advertisements pay the 
heaviest dividends. A different one 
is run daily in the local newspaper. 
These are prepared and sent to the 
newspaper office one week in ad- 
vance. The paper, which has a cir- 
culation of 48,000 in a city of ap- 
proximately 35,000, blankets the 
area Davis is anxious to reach. 

Not all of these advertisements 
feature price. For example: 

BUILD NOW! 

You can build now. Labor and 
materials are available. Prices are 
not going to be any lower accord- 
ing to all information we get. A 
complete building service—plans, 
estimates, reliable contractors, all 
at Davis Lumber company, 732 
East First street, Phone 336. 

The company spent slightly un- 
der $2,000 last year in advertising. 
Its other principal media is radio. 
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Davis has two spot announcements, 
one at 9:15 a.m. and another at 
12:35 p.m. Emphasis in this field 
has been on products rather than 
prices. To test its pulling power 
in this field, Davis recently offered 
$1 each for the first 25 persons to 
write in to report hearing the Davis 
psogram and a similar amount for 
the first 25 to telephone the office. 
The company has questioned the 
pulling power of radio for itself, 
nonetheless feeling that it is a valu- 
able media for institutional adver- 
tising, if nothing more. In addi- 
tion, the company uses a number of 
direct mailings annually. These 
include a monthly mailing in co-op- 
eration with a local building and 
loan association. 


FOR EMPLOYES 

REALIZING that the reputation 
of the organization is only as good 
as the personnel who service the 
consumer, the Davises try to attract 
good men and make it interesting 
for them to stay. It has a paid 
vacation and bonus plan. It pays 
the full amount on Blue Cross hos- 
pitalization for all employes and is 
working out plans for a group in- 
surance policy. 

In a joint effort with the Hutch- 
inson Publishing company and 
Cocoa Cola management the Davis 
Lumber company is erecting a 
24x24 cabin as a recreational center 
for their employes. Just outside 
the city limits, the cabin is located 
on a sizeable plot that will embrace 
a picnic area and a baseball dia- 
mond. 


Davis employees get together for 
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THESE are among the Davis-built homes completed or under construction. 
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Homes for Employees 

EVERY Davis Lumber company employee will be living in a home 
designed and built for him without any advance cash expenditure on his 
part by the end of 1948. All of these houses were built since the war. 
Only two homes for employees remain to be completed. 

The company buys the necessary land, plans the home and builds it 
without any cash advance from the employe. After the house is built, 
the Davises make arrangements for the loan. The loan is nearly sufficient 
to build the house, since building materials going into employees homes 
are billed at 10 percent under normal retail prices and labor is billed at 
cost. 

Any balance that may finally be owing on the job, may be paid back 
by the employee in bonus, provided he is still with the company. The 
minimum bonus received by any employee last year was $437. 

Needless to say, Davis Lumber company feels its employees are doing 
a bang-up job. 








a discussion of company problems 
on Monday nights. It encourages 
those men who are interested in 
getting ahead in the _ business. 
Three veterans are learning the 
business under the GI Bill of 
Rights program. One man is tak- 
ing the 30-day short course at the 


University of Kansas City; another 
is taking a correspondence course in 
architecture. 

The overall company plan is 
aimed toward creating a versatile 
organization in which every man 
not only feels he is playing an 
important role but is! 


Wy wv 





FIXIT service is fully publicized, left. Well-equipped shop, right, under the name of Davis Manufacturing 
company, turns out a large variety of custom-work from truck bodies to wishing wells, extreme right, 
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for March-of-Dimes campaign. 
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The Davis Lumber Ca. 


732 East First Phone 336 
Hutchinson, Kansas 


ersonalized 


Selling Tool 


February 15, 1948 
Mr. and Mrs. Robert E. White 
615 East 6lst Street 
Hutchinson, Kansas 


Dear Ruth and Bob: 


This letter is the formal written guarantee of The Davis 
Lumber Co. on the construction of your home for a period 
of one year from date. In that time any adjustments that 
ai might have to be made will have shown up. A new home, 
like a new automobile, sometimes requires adjustments and 
we are glad to make them for you. 

It has been a real pleasure to work with you in the con- 
struction of your home. We appreciate your business and 
have shown our appreciation by building you a home of 
which you can be proud for years to come. The best of 




















luck to you both. 
Keep this book in a safe place. It is the history of your 
home and as such will be increasingly valuable as time goes 
re on. If you should ever want to sell your home, this book 
his will enable you to get a fair price for it. 
fat. Sincerely yours, 
THE DAVIS LUMBER CO. 
s it Jack C. Davis ty 
uilt, “It’s fun to build the Davis way” 
lent : COVER of the portfolio has a personal touch. 
mes 
| at W HEN DAVIS Lumber com- The 12-page book is the work of after development; snapshots of the 
pany began business _ in a commercial photographer. The house through the various stages 
yack Hutchinson, Kans. 11 years ago, it pre-war price to the Davis Lum- of construction; beautiful full-page 
The was faced with the problem of es- ber company was $14. Today such photograph of the completed house; 
tablishing its name and reputation. a book will cost considerably more, one page devoted to maintenance 
ing One effective tool developed for but the trouble and cost of compil- under the following sub-headings: 
this purpose is a personalized port- ing such a record is a definite aid a. What we did. b. Date. c. Cost. 
— folio for each home builder. This in establishing consumer confidence A complete cost breakdown is 
portfolio tells the new home owner and building sales, believes Mr. shown on another page of the book. 
nother in terms of photographs and per- Davis. Additional pages give a full de- 
urse 1 tinent payers, the complete history Features of the book include scription of materials used and the 
of his purchase. snapshots of the plot before and (Continued on Page 70) 
lan 1s The spiral-bound portfolio with 
-rsatile its simulated cover of wood grain 
7 = is so attractive that new home own- 
ing an ers like to keep it on their living 


room table to show visitors. 

Jack Davis, who developed the 
idea, is completely sold on its effec- 
tiveness. He attributes three house 
sales directly to the book and num- 
erous small jobs on homes already 
built. 


NY 
// of 


WRITTEN GUARANTEE 

THE inside cover is devoted to a 
personal typewritten letter to the 
new owner signed by Mr. Davis. 
The new home, like a new automo- 
bile, sometimes requires minor ad- 
justment, explains the letter. The 
letter serves as a written guaran- 
tee that these adjustments will be 
made free of charge for a period 
of one vear. 

Since the portfolio contains all 
the vital information about the new 
home (specifications, description of 
Materials, ete.) and since most 
homes are sold sooner or later, the ry phos 
Portfolio will help the home owner 22a 
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Secure < e irer °j 4 i in- ° . Pa 
vestme: ' f uirer price for his - THIS photo montage serves as an introduction to the portfolio, “A home is built.” On the 
: Stmert in the event he decides to opposite page is a personal letter to the new home owners, promising to make any necessary 
sell. adjustments for a period of one year. 
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THIS 18x30 inch miniature Industry-Engineered house was built from an AL&BPM model kit. Section at 
left was’ cut away to show structural parts. 


Scale Wodel 9-E Frouses 


Demonstrate Cost Saving Devices 
Of Modular Construction System 


Dealer can instruct his own staff, generate contractor enthusiasm and 
sell home buyers on Industry-Engineered House by use of miniature kit. 





system . . 


at Chicago. 





. . . While we have not as yet completed our cost studies now being 
made on the six Industry-Engineered houses under construction at the 
University of Illinois. we estimate that the average builder can erect an 
I-E home for 10 to 15 percent less than a comparable house, providing 
he properly schedules his flow of materials to the job, uses labor-saving 
equipment and takes advantage of the inherent economics of the modular 
.'—James T. Lendium, Associate Coordinator of the Small 
Homes council, University of Illinois, speaking before the annual con- 
vention of the Illinois Lumber and Material Dealers association Feb. 12 








O ASSIST in the nation-wide 
launching this coming spring 
of the _ cost-reducing Industry- 
Engineered house program, AMERI- 
CAN LUMBERMAN & BUILDING PrRop- 
UCTS MERCHANDISER is making 
available a tool that dealers can use 
to acquaint thoroughly their own 
organization, contractors and the 
home-buying public with the basic 
foundation principle of the program 
—the modular system of house con- 
struction. 
Thus, the tool will help bridge 
the gap between blue prints and 
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actual construction, aiding dealers 
to get the building of I-E homes 
underway in their communities at 
the earliest possible moment. 
Through construction of thousands 
of these houses in 1948, the na- 
tion’s lumber dealers will pass along 
to a house-hungry Mr. and Mrs. 
America the benefits of the greatest 
cooperative undertaking in the his- 
tory of the building industry— 
benefits arising out of 22 months of 
joint planning by the National Re- 
tail Lumber Dealers association and 
the Producers’ Council, Ince., na- 


tional organization of building 
products manufacturers. 

The tool is an authentic model 
I-E house kit. It contains the com- 
plete material bill in miniature for 
an L-shaped, one-story Industry- 
(ngineered home. 

Step-by-step assembly of the 
model quickly brings out the ad- 
vantages of the modular system of 
home building. The dealer who is 
also a builder can assemble the 
model for the benefit of his own 
employees. Use of the kit wil! gen- 
erate contractor enthusiasm for the 
I-E program. The dealer can invite 
his contractors to assemble a model 
and satisfy themselves about mod- 
ular construction. 

Fine points of I-E architectural 
styling are vividly portrayed to 
the prospective home buyer through 
use of the model. In additiou, as- 
sembly of the model actually con- 


> 


BUILD your model I-E house by following sim- 
ple, easy-to-use directions and isometric draw- 
ings like these. 
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TRU-MOODEL HOME CONSTRUCTION KIT 


ADAPTED FROM PLANS of the 47-1 
INDUSTRY ENGINEERED HOUSE 


DRAWING No.2 = FLOOR JOISTS, BRIDGING, SUB-FLOORING 





























REAR SECTION OF THIS 
SHORT JOIST 1G EXACTLY 














& In. FRONT SECTION 1S 4% IN. 
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center” in a full-scale house. 


THESE CROSS 
JOISTS ARE 
EXACTLY 2 iw. 


l2 in., so each end is flush with 
Note ‘fin. spaced joists. These 


ak w 
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om 


JOIN FLOOR BOARDS 
ON CENTER LINE OF 


JOISTS. OF THE JOISTS. 


1. Beginning with A, lay exlOxl6 floor 
joists, observing spacing shown on 
drawing . The Linch “center -to-center 
spacing is equivalent to |b inches “on 


Trim all full span joists to exactly 


added support under room partitions 
Install short joists and “ headers’ 
chimney as indicated on drawing. 
Work forward from B and \ay joists 
for “L" section of house. Frame for 
basement stair “well” as indicated. 

Cut 2x10 pieces of “bridging” (C on 
drawing), and glue between joists. 
Glue “bearing post” in kit under D. 

. Lay \x6 sub-flooring as shown be- 
low and in Drawing}. Glue all contact 
points including edges of Floor boards. 


" for 


LAY FLOORING AT RIGHT 
AWGLES To JOISTS. THE 
DIRECTION CHANGES WITH 
THE CHANGE IN DIRECTION 


sills. 
dive 


















WILL BE REMOVABLE, DO NOT GLUE THE TRUSS 
ASSEMBLIES TO THE TOP PLATES. AS UNITS 
ARE SEI IN PLACE COBSERVING NOTE “B” BELOW) 


HOLD IN POSITION BY GLUING STRIP of 
STIFF CARDGOARD MIDWAY BETWEEN 
PLATE AND RIDGE THIS IS REMOVED 
WHEN SHEATHING IS APPLIED. 
SEL DRAWING 9. 





ALLOW ‘ie incK 
SPACE BETWEEN 
TRyss @ TOP PLATE 
PUR SHEATHING. 
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AFTER ROOF SHEATHING IS APPLIEO AS SHOWN IN 


DRAWING 9, INSTALL JACK RAFTERS, USING PATTERNS 


IN DRAWING 7. THIS ASSEMBLY VOINS THE Two ROOF 
A SECTIONS INTO ONE INTEGRAL UNIT. 
IN ORDER THAT ROOF SECTION of FINISHED MODEL : 





" ei : 4 
GLVE TRUSSES THAT JOIN 


END JOIST OF RIGHT SECTION 
OF HOUSE AS SHOWN HERE 





RiVGE BOARD 
KG 





SACK RAFTER 
zn 











USE DOUBLE 244 JOISTS 
D 8 ON THE THREE END TRUSSES 
‘ (MARKED “X” ON DRAWING). 
OPEN FOR CHIMNEY MUST COINCIDE SPACE TRUSS ASSEMBLIES AS SHOWN NOTCH SO VERTICAL BRACE 
Wit PENING IN FLOOR (SEE DRAWING 3) ABOVE , EXACTLY 1 INCH APART. THIS FITS SNUGLY BETWEEN 
FRON CTION OF JOIST “Y” 1S EXACTLY \S EQUIVALENT TQ 16 INCH “ON CENTER’ : 
4G 40 REAR SECTION IS 6 INCHES. A SPACING IN FULL SCALE HOUSE 
by (KADER FRAMES OPENING AS ILLUSTRATED ALLOW END TRUSSES "X” TO EXTEND 
HE RRESPONDING RAFTER ~Y"” IS EXACTLY Yaz INCH OVER TOP PLATE LINE. THIS 
In ALONG TOP EDGE, SHORT SECTION T TO INSURE CORRECT 
‘S ' " (S INPORTAN 
me. | UU FIT OF REMOVABLE ROOF SECTION 
, ‘ THIS ,OF COURSE, IS NOT DONE IN 
Deke SIRE TRUSS "Y" AS EXPLAINED IN oy ScAUt comirmecten 
Bc 7. MEASURE AND CUT JOIST @& RAFTER 
WEAt PETTING IN PLACE. THEN INSTALL 
sais MMEDIATELY . 
iesiinieeees ; > ‘ an oa ee ee a ae eee, ee ee a re a 
Das 
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ROOF SECTION is removable, allowing interior construction features to be demonstrated. 


stitutes a complete non-technical 
course in light construction and 
offers an opportunity to train new 
employees in the fundamentals of 
design and construction and to ap- 
preciate how a material bill is 
drawn up for a house job. 

Besides exhibitiing the principles 
of the engineered house, the com- 
pleted model makes an excellent 
permanent demonstration piece for 
the lumber yard store and can serve 
to advantage in explaining uses and 
applications of building materials 
to customers. 


EASILY BUILT 


THE kit is scaled *4 inch to the 
foot and the finished model meas- 
ures approximately 18x30 inches. 
Lumber components consist of mini- 
ature Ponderosa pine 2x4 inches, 
—8’s, 12’s and 16’s and 2x6 inches, 
2x8 inches and 2x10 inches. Minia- 
ture standard lengths of boards, 
ranging from 1x4 inches to 1x8 
inches are included. The lumber 
is not pre-cut. Every cut made by 
carpenters on a full-scale house is 
made by the model builder. (By 
studying the scaled components, 
the dealer can determine to what 
extent he can form a package of 
pre-cut materials at the yard for 
delivery to the job site before con- 
structing an actual house.) 

The entire model is built with 
knife, sandpaper, rule and square. 
Glue is used to assemble it. The 
completed model house is amazingly 
sturdy and durable. The roof sec- 
tion is removable, allowing all the 
features of interior constructaion to 
be demonstrated. When the roof 


38 


section is in place, it is impossible 
to detect where it breaks. 

Instead of blueprints, the model 
is built from a series of 10 isometric 
drawings that show in three (in- 
stead of two) dimensions the place- 
ment of every part that goes into 


the house. These easy-to-follow 
drawings develop in a manner tha? 
allows anyone to understand the 
step-by-step process of construc 
tion. (A new yard employee who 
assembles the model not only be- 
comes familiar with the features of 
the I-E house but learns the cor- 





As a service to dealers and to 
encourage the _ nation-wide 
building of Industry-Engineered 
Homes, model I-E kits are avail- 
able from AL&BPM for $12.50 
each, postpaid. 

Send orders with remittance 
to American Lumberman & 
Building Products Merchandiser, 
139 N. Clark St., Chicago 2, III. 
Immediate shipment can be 
made. 











rect names and dimensions of all 
parts as well.) 

Assembly of the model starts 
with the foundation (the top row 
of the foundation blocks) and 
moves through laying of the floor 
joists, bridging, flooring, plates, 
joists, briding, flooring, plates, 
erection of the framing, sheathing, 
roofing, siding, etc. The model can 
be painted any color. 





cost per unit without net profit. 


Example: 


selling price.) 
100/95 
100/94 
100/93 
100/92 
100/91 


100/90 





FORMULA FOR PRICING FOR NET PROFIT 


To F.O.B. yard cost of goods add budgeted gross operating cost (in- 
cluding overhead and sales costs) per unit. The product will be gross 


Determine the percentage of net profit desired, deduct same from 
100 and divide remainder into gross cost per unit without net profit. 


Then multiply by 100 to determine selling price. 


F.O.B. yard cost of lumber $100 per M. 


Gross overhead operating and sales cost $2! per M. 
Gross cost per unit without net profit $121 per M. 
Net profit desired 8 percent; 100-8—92 


$121 divided by 92 equals 1.31!/. Multiply by 100 equals selling 
price of $131.50 per M. (Net profit $10.50 per M or 8 percent of 


For 5% net profit multiply gross unit cost (all costs except net profit) by 
For 6% net profit multiply gross unit cost (all costs except net profit) by 
For 7% net profit multiply gross unit cost (all costs except net profit) by 
For 8% net profit multiply gross unit cost (all costs except net profit) by 
For 9% net profit multiply gross unit cost (all costs except net profit) by 


For 10% net profit multiply gross unit cost (all costs except net profit) by 
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SELL BY SHOWING 


Massachusetts store avoids cluttering-up sales room by con- 
centrating display efforts on selected items 


B Y REPLACING RECENTLY its original wood- 
frame office building with two extremely simple 
but functional structures having a combined floor area 
of 15,000 square feet, the Marcus Lumber company of 
Revere, Mass., (a suburb of Boston), has created an 
efficient merchandising plant that incorporates sell-by- 
showing techniques but still harmonizes with basic 
architectural lines of the area. 
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WELL-lighted, spacious display room gives the customer an oppor- 
tunity to move around among the products at his leisure. 





Sales and office facilities are housed in one of the 
two-story buildings. Finished lumber, flooring, insu- 
lation, millwork, roofing and other products are stored 
in the other. 


The visibility afforded by two large plate glass 
windows, flanking the door and placed at an angle to 
reduce glare, helps build customer traffic by attracting 
the attention of the public to merchandise inside. 


As the photograph on this page shows, merchandise 
displayed is confined to a relatively small number of 
items, rather than to have the floor become cluttered 
with a galaxy of miscellaneous displays and products 
that would interfere with customer movement through- 
out the store. Two large island displays are employed. 


Use of fluorescent lighting bathes such displayed 
items as kitchen cabinets, tileboard, venetian blinds, 
millwork and other products in daylight brightness. 
Wood-finished gypsum board is used on the walls and 
tile on the ceiling of the display room. In addition 
to a large neon sign, distinctive red letters placed on 
the white stucco exterior call attention to both the 
name of the company and the types of products 
handled. 


The storage building has three entrances, each 
equipped with large overhead garage-type doors. A 
glazing room is located on the second floor. 


The company is headed by Marcus Greenstein, 
president. 





TRUCKS can enter the storage building, left, from both the street and the yard. This simple store front, 
right, featuring two large plate glass areas, attracts customer traffic. 
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— Store Modernization 


Increases Per Customer Sales, Draws New Trade 


At Auburn, Wash., the North-Gaines Lumber com- 
pany’s $25,000 remodeling program is paying for it- 
self by building bigger sales and greater store traffic. 


F THERE’S SUCH a thing as a 

specific saturation point for lum- 
ber sales in their particular retail 
selling area, the operators of North- 
Gaines Lumber company of Auburn, 
Wash., would like to know what it 
is. 

Since the founding of the com- 
pany in 1937, the yearly sales figure 
has shown a year-by-year increase 
from $35,000 the first year of opera- 
tion to approximately $300,000 for 
their last year’s totol. Moderniza- 
tion which was completed in June 
of last year resulted in an increase 
of approximately 25 percent over 
their previous volume. 

This increase of nearly 1,000 per- 
cent over a 10-year period was 
recorded, moreover, in san area 
whose population has not quite 
doubled in the same length of time. 
Present population of Auburn is 
6,000 with an additional 10 to 12 
thousand in the surrounding rural 


area, 
The formula best suited to their 
particular selling area, R. K. (Ken) 





Calkins, general manager, has 
found, has been a policy of selling 
principally to individual home own- 
ers rather than to contractors. 
Only 10 percent of their sales are 
made to the latter. Packaged home 
selling has likewise proven imprac- 
tical for their particular market, 
with the result the firm specializes 
primarily in sales of lumber, win- 
dows, doors, shakes, wallboard, ply- 
wood, builders’ hardware and other 
building products. 
MERCHANDISING POLICIES 

THE reason for this approach, 
Mr. Calkins points out, is the pres- 
ence in their selling- area of a 
considerable number of small saw 
mills which sell rough lumber di- 
rectly to consumers at prices with 
which the lumber dealer cannot 
compete. For this reason, it is very 
seldom the firm negotiates a con- 
tract for an entire house from 
foundation to attic. Consequently, 
the following policies guide the 
company’s merchandising program: 

1. Stock and promote quality 











merchandise. 

2. Create store traffic with a mod- 
ern and attractive building and 
display room to draw walk-in buy- 
ers. 

3. Use open, self-service displays 
to sell paints, builders’ hardware 
and impulse items. 

4. Stimulate better salesmanship 
with incentive pay system for em- 
ployees. 

Handling of quality merchandise 
in particular is essential to success- 
ful operation in an area the size 
of Auburn, Mr. Calkins points out. 
With at most a 20,000 to 25,000 
population to draw on, repeat sales 
to regular customers must be de- 
pended upon to maintain a satis- 
factory volume of business; and 
customers soon discover the econ- 
omy of paying somewhat more for 
high quality materials. 

ADS STRESS QUALITY 

QUALITY rather than 


price, 


therefore, is the theme of most 
of the firm’s advertising. In addi- 
tion to a 


regular advertisement 


ug 
isd 


MANAGER Calkins fills one of the nail dispensing bins which are constructed so they can be loaded 
from rear of sales room, out of sight of the customers, dispensed at other side of partition in the 
display room. Plumbing and hardware supplies, right, are displayed in front of the office. 


40 


February 28, 1948, AMERICAN |.UMRBERMA 


o 





whic! 
the ft 
pape} 
is use 
ing is 
prom 
Th: 
mode: 
pay 
short 
sill \ 
displ 
foot 
from 
paint 
here, 
rathe 
The 
busin 
poten 
but | 
tome} 
creasi 
relate 
ernizi 
appro 
incre 
other 
tome} 
fied, 
conse: 
to Ws 
reaso! 
busin 
out in 
regul: 


IN( 
been 
Gaine 
As m 
it ha 


Bult; 


Je 


mod- 
and 
Huy- 


plays 


ware 


nship 
* em- 


ndise 
‘CeSS- 

size 
s Out. 
5,000 
sales 
e de- 
satis- 

and 
econ- 


‘e for 


price, 

most 
addi- 
»ment 





which is carried with each issue on 
the front page of the local news- 
pape! direct mail to home owners 
is used extensively. Installment sell- 
ing is likewise stressed in the firm’s 
promotional efforts. 

The firm’s $25,000 store and yard 
modernization job is expected to 
pay for itself within a relatively 
short period of time. Large, low 
sill windows on two sides of the 
displav room place the entire 28x60 
foot interior on display as seen 
from the street. Hardware and 
paint are the main items carried 
here, with the emphasis on builders’ 
rather than general hardware. 

The self-service system increases 
business not only by bringing more 
potential customers into the store, 
but by increasing sales per cus- 
tomer as well. Of the 25 percent in- 
crease in builders’ hardware and 
related items attributable to mod- 
ernization, Mr. Calkins estimates 
approximately one-half was due to 
increased per-customer sales, the 
other half to patronage of new cus- 
tomers. Control of stock is simpli- 
fied, and the time of salesmen is 
conserved when customers are able 
to wait on themselves. For this 
reason, the increased volume of 
business was readily absorbed with- 
out increasing the firm’s force of six 
regular employees. 


INCENTIVE PAY SYSTEM 
INCENTIVE pay has always 
been an integral part of North- 
Gaines’ merchandising philosophy. 
As much as any other single factor, 
it has been responsible for the 











BEHIND the counter in the display room stand Earl Gaines, president of the company and Ken 
Calkins, manager, talking with a customer. 


consistent yearly gains which the 
firm has registered. 

Employees work on a base sal- 
ary, plus a bonus which is deter- 
mined by the firm’s total monthly 
volume of business. The bonus is a 
percentage of the firm’s monthly 
gross in excess of a specified quota. 
All employees who have worked for 
North-Gaines for a year or more 
are eligible to share in the bonus. 

The main advantage of the in- 
centive pay system, of course, is 
that it makes for more satisfied and 
therefore better employees. In a 
limited trading area such as Au- 
burn’s quality employees are just as 











essential in obtaining repeat sales 
as quality merchandise. Basing the 
amount of the bonus on the com- 
pany’s gross sales rather than on 
each salesman’s individual efforts 
makes for better teamwork, elimi- 
nates possible injustices and simpli- 
fies calculation of the payroll. 

Besides maintaining active mem- 
bership in the Auburn Chamber of 
Commerce, Manager Calkins is 
chief of the volunteer fire depart- 
ment. Officers of the company in- 
clude Earl E. Gaines, president; 
V. W. North, vice president; Ann 
lL. North, secretary-treasurer and 
General Manager Calkins. 


INTERIOR of display room, left, showing long self-service island which is easily visible from the 
sidewalk. Glass trays are used to hold smaller articles of merchandise, with prices plainly marked so 
the customer can shop for himself. Customer, right, looks over some home designs. 
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Michigan ... 


Mortgage money tightening up, dealers hear. Fifty- 
ninth annual convention marked by record attendance. 


HE LARGEST attendance in 

history highlighted the 59th 
annual convention of the Michigan 
Retail Lumber Dealers association, 
held Feb. 3-5 at the Pantlind Hotel, 
Grand Rapids. Seventeen hundred 
and sixty-five dealers heard national 
authorities present their forecasts 
for the year ahead. 

All officers of the association, 
headed by President Edwin F. 
Westover of Westover-Kamm com- 
pany, Bay City, were re-elected. 
Others include Vice-President Axel 
3ecker, Monroe; Vice-President 
Lester Essenburg, Holland; Treas- 
urer Norman B. Cove, Lansing; and 
Secretary Hunter M. Gaines, Lan- 
sing. 

Current trends in real estate 
mortgage loans were analyzed by 
Ronald W. Bainbridge, assistant 
vice-president, the Detroit bank, 
Detroit. He called the attention of 
dealers to the following facts: 

MORTGAGE FACTORS 

1. The volume of funds available 
for mortgage lending is not as great 
as it was one year ago. Many 
financial institutions have already 
reached their legal limits and “‘it is 
merely a question of time before 
this will have its effect felt in the 
construction industry.” 

2. Present high building costs 
may sharply reduce the ability of 
the pent-up demand for housing to 
sustain a building boom. 

3. In many communities property 
sales at current price levels have 
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slowed down. New houses require 
some sales effort rather than being 
immediately snapped up by home- 
hungry buyers. 

4. Increasing interest rates now 
obtainable on commercial paper, 
combined with the reduced market 
price of high grade bonds, is now 
channeling substantial amounts of 
eligible mortgage investment funds 
into those more lucrative fields of 
investment. 

5. Many mortgagees are limiting 
their mortgage activity, becoming 
more selective in the loans made. 


They are scrutinizing with extreme 
care their construction loan port- 
folio and are screening their build- 
ers and their credits carefully. In 
many cases they have reduced or 
eliminated advances on properties 
under construction. 

“During the past few years many 
building material dealers have be- 
come sales volume minded. The 
little man in the back office—the 
credit manager—has in so many 
cases been overlooked or over-ruled. 
Now is the time for all of us con- 
nected with the construction indus- 
try to examine our credit practices, 
revise them where necessary and 
institute practical sales policies 
and controls,’”’ Bainbridge urged. 

“Vast number of men are now 
entering the field of the construc- 
tion industry. The majority do 
not have the necessary knowledge 








PLANS laid by Secretary Hunter M. Gaines (left) and Assistant Secretary Donald J. Moe (right) 
resulted in the 59-year old Michigan Retail Lumber Dealers association’s most successful 
convention. 
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“CONGRESS is impressed by the Industry-Engineered House program,” David S. Miller (left), 


national president of the Producers’ Council, Inc., told Michigan Dealers. 


“Brace yourself for 


changing price levels,” Dr. Robert A. Love (right), economist, City College of New York, warned. 


or adequate finances. Many former 
builders who failed due to dishon- 
esty or incompetency years ago are 
re-entering the field with others 
under the disguise of $1000 corpo- 
rations with fancy names. 

“In too many case dealers are 
relying entirely on the benefits 
derived from protection under the 
Mechanics Lien law. Yet, because 
of the technicalities that must be 
observed, a large percentage of 
liens filed are faulty and offer little 
if any protection in a show-down. 
Unless a material dealer or banker 
is in possession of all of the factual 
information regarding a contract, 
he is gambling with the cards 
stacked against him,’ the bank 
official warned. 

|-E PROGRAM IMPRESSES CONGRESS 

“The joint Congressional commit- 
tee investigating the housing short- 
age requested a detailed explana- 
tion of the Industry-Engineered 
house program (jointly developed 
by the National Retail Lumber 
Dealers association and the Produ- 
cers “ouncil, Inc.) and members of 
the -ommittee were impressed with 
the -.vings in home building costs 
whic, will result from the pro- 
gran In addition, the engineered 
housing was singled out for special 
comment in a report by a subcom- 
mitteo which made a study of ways 
to lower the cost of building,” 
Davi! S. Miller, national president 
of the Producers Council, Inc., na- 
“ions! organization of building 
Products manufacturers, reported. 

“Guard against over-expansion 
Whic! will not stand the shake- 
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downs in prospect for the current 
year,” Dr. Robert A. Love, econom- 
ist, City College of New York, 
urged the dealers. 


The probability of high volume 
building products production car- 
ries with it the prospect of greatly 
intensified competition. The ma- 
chinery capable of such an enorm- 
ous production itself promises that 


goods of each type will ultimately 
be thrown on the market in excess 
of the current effective demand, 
he pointed out. 

Love warned the dealers that they 
face the danger of being bypassed 
by new systems of distribution in- 
duced by present business condi- 
tions unless they make themselves 
impregnable in their markets by 
a program of vitalized selling and 
management. Local dealers in most 
other major fields, he explained, 
have already found themselves re- 
duced in importance in the business 
picture because of distributive 
changes their fields. High wages 
and prices, Love noted, created 
conditions that may lead to such 
attempts at new distributive meth- 
ods in the lumber industry. 

Other speakers who addressed 
the convention included Douglas 
Whitlock, chairman, The Building 
Products institute, Washington, 
D. C.; Don Ross, merchandising 
manager, Successful Farming, Des 
Moines, Iowa; Don A. Campbell, 
secretary, Kentucky Retail Lumber 
Dealers association, Lebanon, Ky.; 
Paul A. Herbert, Department of 
Forestry, Michigan State college; 
Kenneth Smith, president, Califor- 
nia Redwood association, San Fran- 
cisco; and R. E. Saberson, trade 
promotion manager, Weyerhaeuser 
Sales company, St. Paul, Minn. 





Middle Atlantic... 


Carlton S. Hughes, Millville, N. J. dealer, given 
civic achievement award at Atlantic City. 


PRESENTATION OF its “civic 
achievement award” to Carl- 
ton S. Hughes, Kimball and Prince 
Lumber company, Millville, N. J., 
was a feature of the 56th annual 
convention of the Middle Atlantic 
Lumbermens association in Atlantic 
City, Feb. 4-6. 

Mr. Hughes, who has spent years 
as president, advisor and organizer 
of more than 20 civic, charitable, 
masonic and service organizations 
in his community, was presented a 
trophy by Claude G. Ryan, vice- 
president of the Middle Atlantic 
association at the annual banquet. 

Another highlight at the same 
banquet was the presentation of the 
silver plaque award to Senator Ken- 
neth S. Wherry “‘in recognition of 
distinguished service to the retail 
lumber dealers of America by his 


leadership and achievement on be- 
half of all small businessmen and 
through his untiring efforts to pre- 
serve freedom of opportunity in the 
United States of America.” Senator 
Wherry spoke on Your Future as a 
Small Businessman. 

The convention opened with a 
movie, Pay Loads Pay Off. This 
was followed by a talk on Mechani- 
cal Equipment vs. Muscle in Reduc- 
ing Yard Handling Costs by Nor- 
man L. Cahners, editor and pub- 
lisher, Modern Materials Handling 
Magazine. 

A. J. Ostheimer, III, president, 
Ostheimer & company, insurance 
analyst, outlined pension and group 
insurance plans. A. K. Smith, sales 
consultant, Timber Engineering 
company, Washington, D. C., talked 
on Industry Engineered Homes of 
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ROBERT A. JONES. executive director. left. and Watson Malone Ill, engrossed at a business 


session. 
Wood—a Better Way to Build. 
The Thursday session opened 
with a confidential forum exclu- 


sively for dealers at which budget 
and fiscal problems were aired. Ar- 
thur A. Hood, editor, AMERICAN 
LUMBERMAN & BUILDING PRODUCTS 
MERCHANDISER, was chairman of 
this panel. Featured speakers in 
the afternoon were George M. 





CARLTON S. HUGHES, Millville, N. J., receiv- 

ing the civic achievement award from Claude 

G. Ryan, vice president, Middle Atlantic Lum- 
bermens association. 


Fuller, vice president, National 
Lumber Manufacturers association, 
Lumber Outlook for 1948; Charles 
M. Craff, Pennsylvania State col- 
lege, Training for Leadership; 
Lloyd J. Weir, marketing consult- 
ant, Philadelphia, Merchandising 
and Selling in a Buyers’ Market. 


On Friday the session again 
opened in the morning with a con- 
fidential panel discussion on wage 
and hour problems, credits and col- 
lections and similar problems under 
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the chairmanship of Mr. Hood. 
Wage-hour problems in labor rela- 
tions were discussed by Rep. Samuel 
K. McConnell Jr., at a luncheon 





meeting. The dealers’ responsibil ity 
in national affairs was discussed by 
Joseph T. King, counsel for the > a- 
tional Retail Lumber Dealers asso- 


ciation. The convention § c¢lo-ed 
with a talk by Wilson Wricht, 
economist, Armstrong Cork ¢om- 


pany, on The Economic Shape of 
Things to Come Forecast for 
1948. 


Officers of the Middle Atlantic 
Lumbermens association are: Wat- 
son Malone III, Watson Malone & 
Sons, Philadelphia; Claude G. Ryan, 
vice president, John D. Bogar I.1m- 
ber company, Lancaster, Pa.; hob- 
ert A. Jones, executive direcior: 
Ray E. Latshaw, secretary-treas- 
urer; J. Hammond Geis, John H. 
Geis & company, Baltimore, Md., 
dealer-director to the National; 





Joseph W. Brosius, Brosius & 
Smedley company, Wilmington, 
Del., dealer director to the U. §. 


Chamber of Commerce. 


Western Pennsylvania .. . 


Marylin L. Fetterolf named president 
at 41st annual meeting in Pittsburgh. 


ARLYN L. FETTEROLF, pres- 

ident, Thomas-Kinzey Lumber 
company, Johnstown, Pa., was 
elected president of the Lumber 
Dealers Association of Western 
Pennsylvania at the association’s 
4ist annual convention. at Hotel 
William Penn, Pittsburgh, Feb. 4-5. 
Total registration for the conven- 
tion was 623. 

Headline speakers included Mar- 
tin V. Coffey, sales manager, Miami 
Cabinet division, The Philip Carey 
Manufacturing company, Middle- 
town, Ohio, and former vice com- 
mander of the American Legion, 
and Edward Wimmer, Chicago, vice 
president, National Federation of 
Small Business. 

Mr. Wimmer advocated the pas- 
sage of the O’Mahoney-Kefauver 
bill to prevent the merging of cor- 
porations to control markets. 

“What we propose as a solution 
to the problem of curbing commu- 
nism and socialism in America,” de- 
clared Mr. Wimmer, “‘is widespread 
independent ownership of the farm, 
home and business enterprises.” 


URGES TEAMWORK 
MR. COFFEY proposed a selling 


program “based on teamwork of 
capital, labor and management.” 
He added: 


“We are about to enter a period 
of business competition, even as 
we now are engaged in another 





MARLYN L. FETTEROLF, president of the Lum- 
ber Dealers association of Western Pennsyl- 
vania. 


battle of competition betwee! our 
free enterprise system and th« loc- 
trine of communism. The se''ers 
market is becoming a buyers’ mar- 
ket. America can win both | 1ese 
battles with teamwork.” 

L. C. Hart, vice-president, J. ns- 
Manville corporation, warned ‘hat 
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education is the only hope of de- 
feating the rising tide of collectiv- 
ism, especially among the nation’s 
vounver generation. 

* Other speakers included John H. 
Ryder. president of Norm Adver- 
tisine. Inc., N. Y. and G. A. Ames, 
vice-president, General Motors Ac- 
ceptaiice corporation, N. Y. Mr. 
Ryders subject was Whose Public 
Are They? Mr. Ames’ theme was 
Let's Stop Taxing Progress. Don- 


ald R. Brann, Pleasantville, N. Y., 
outlined a simplified program of 
small home building. 


Other officers elected were: 
George B. King, Tidioute, first vice 
president; O. E. Eyman, Charleroi, 
second vice president; S. W. Means, 
Pittsburgh, re-elected treasurer. 
Also re-elected were R. F. McCrea, 
secretary and R. P. Greiner, assist- 
ant secretary-treasurer. 





Illinois... 


Free enterprise and Industry-Engineered home were main 


topics of speakers at Illinois 


| gine SET an all-time attend- 
ance record at its 58th annual 
meeting. Secretary-Treasurer John 
(Jack) D. McCarthy announced a 
final registration figure of 3,931. 

Retailers at the Illinois Lumber 
& Material Dealers association con- 
vention found a program of unusual 
interest. The ballroom, customary 
meeting place for business sessions, 
was given over to manufacturers’ 
exhibits, the producers taking 129 
booths this year. Business sessions 
were held in the Crystal Room, one 
floor above the mezzanine. 

Hoo-Hoo is becoming an increas- 
ingly important part of convention 
programs since its rejuvenation 
under the leadership of Ray FE. 
Saberson 12075, Snark of the Uni- 
verse. Fifty-four kittens became 
members of the order at the con- 
catenation and there were five rein- 
statements. E. W. Kettlety 29209, 
jabberwock, a member of the Su- 
preme Nine, had charge of the IIli- 
nois coneatenation and addressed 
the opening business session on 
Hoo-Hoo’s enviable position in the 
industry. 

WATSON NAMED PRESIDENT 

JAMES L. WATSON of the Wat- 
son Lumber company, Troy, was 
elected association president, suc- 
ceed ng Henry L. Krumm. John W. 
Mc( onnell of the Dacy Lumber com- 
pan’, Woodstock, was named vice 
pres dent. The three new directors 
are ?aul Leach, Joliet, first dis- 
trici; Rodney Ainsworth of Dimock 
& Gould company, Moline and Rob- 
ert White of the James F. White 


Lum'er company, Marissa. 

: P\sident Krumm_ opened the 
d8th convention by introducing Ray 
E. S)>erson, trade promotion man- 


ager. Weyerhaeuser Sales company, 
Who spoke on the topic, Our Re- 
Spovsibilit y. 


Bultoing Propucrs MERCHANDISER 


58th annual session. 


“It is our responsibility,” de- 
clared Mr. Saberson, “to encourage 
innovations, not to resist change. 
Are we willing to accept our re- 
sponsibility nationally and at the 
local level? Are we willing to ac- 
cept our responsibility as_ retail 
lumber dealers in providing housing 
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in our communities? 


Reducing the cost of homes is 
the key problem in America today, 
Arthur A. Hood, editor, AMERICAN 
LUMBERMAN & BUILDING PRODUCTS 
MERCHANDISER, told the convention 
in his talk on the Industry-Engi- 
neered home. Mr. Hood outlined 
the advantages to the dealer of do- 
ing a job in this field. He predicted 
a 10 percent savings in the cost of 
an I-E home compared with a com- 
parable structure built along non- 
modular lines. He urged dealers to 
explain the I-E program to con- 
tractors and to make the maximum 
use of publicity aids in promoting 
the program. These sales and pub- 
licity kits are available from the 
National Retail Lumber Dealers as- 
sociation, 302 Ring building, 18th 


& M streets, N. W., Washington 6, 
D. C. 

With no candidate or party to 
turn to to represent free enterprise 
in housing, it is up to the individual 
dealer to do a good public relations 
job at the local level, Mr. Hood 
added. The best way to meet the 
challenge of socialized housing, he 
contended, is through the I-E home 
program. 

J. Carthell Robbins, J. I. Porter 
company, Stuttgart, Ark., closed the 
first day’s session, with a humorous 
talk, Shifting Gears. 

Production of U. S. Gypsum prod- 
ucts is being stepped up through 
new plant facilities so that 1948 
production will probably approxi- 
mate four billion square feet, Mel- 
vin H. Baker, president, National 
Gypsum company, Buffalo, N. Y., 
told the convention. However, ship- 
ments will continue on an allocation 
basis for the remainder of the year. 

NORTHUP SPEAKS 

THE lumber industry will not be 
free to produce what it is able to 
produce if a system of allocations 
is adopted, H. R. (Cotton) Northup, 
secretary, National Retail Lumber 
Dealers association, declared in his 
talk, The National Forecast. 

Contingent on four factors, said 
Mr. Northup, residential building 
will exceed the 1947 volume this 
year. These factors are: 

1. Freedom from controls. 

2. More materials. 

3. Adequate labor supply. 

4. Sufficient money for financing. 

Mr. Northup urged dealers to 
keep in close touch with their con- 
gressmen, particularly in regard to 
the European aid program and the 
export of building materials needed 
in this country. 

“Let Congress know that controls 
will not produce lower costs or 
more houses in our industry.” 

U. S. Rep. Everett M. Dirksen 


MiALC RIAL 


DEALERS 





JAMES L. WATSON, center, newly elected president, Illinois Lumber & Material Dealers associa- 
tion, poses with outgoing President Henry L. Krumm and John (Jack) D. McCarthy, secretary~ 
treasurer. 
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came out strongly for the Marshall 
Plan in his talk, Who Does What. 
European aid must be given at 
once and “it must not be niggardly” 
if freedom is to be preserved in any 
part of Europe, said the congress- 
man, raising the question of how 
long freedom can last in this coun- 
try after it is wiped out in the 
West. 


PANEL FEATURE 


A HIGHLIGHT of the conven- 
tion session was the lumber panel 
on the final day. Don A. Campbell, 
secretary, Kentucky Retail Lumber 
Dealers’ association, was moderator. 


Other participants were: J. R. 
Bemis, Ozan Lumber company, 
Prescott, Ark., How to Make It; 
S. E. Williams, Southern Pine In- 
spection bureau, New Orleans, How 
to Grade It; Leslie C. McJilton, Mc- 
Jilton & Son, Fisher, Ill., How to 
Sell It; James T. Lendrum, asso- 
ciate coordinator, Small Homes 
council, University of Illinois, How 
to Use It. 

Questions presented to the panel 
were sent in by Illinois dealers. 
Manufacturers still have a job of 
mechanization to do, said Mr. 
Bemis, asking dealers at the same 
time what mechanization they had 


done to lower the costs of housing, 
In reply to a question involving the 
itinerant trucker, Mr. Bemis said 
this problem can best be haniled 
by the dealer himself by urgine the 
contractor to handle nothing but 
quality lumber. Southern pine js 
not in a position to solve this prob- 
lem, said Mr. Bemis, adding that 
no responsible manufacturer to his 
knowledge, is selling the itinerant 
trucker. On the question of inven- 
tory, Mr. Bemis advised dealers to 
carry a normal stock, pointiney out 
that farmers, for example, wil! stil] 
have ample money even in a deflated 
market. 





Tennessee... 


H. R. (Cotton) Northup addresses dealers at 23rd annual 
meeting in Nashville; Willingham re-elected president. 


W JAY WILLINGHAM, Chat- 
* tanooga, was re-elected 
president of the Tennessee Lumber, 
Millwork and Supply Dealers asso- 
ciation at the 23rd annual meeting 
of the association held at the Her- 
mitage hotel, Nashville, Jan. 28-30. 

The new division vice presidents 
elected were: T. O. Lashlee, Hum- 
boldt, west; Fleming Smith, Nash- 
ville, central, and Henderson Hors- 
ley, Kingsport, east. 

Abner U. Taylor, Tennessee di- 
rector to the national; Ralph Cock- 


rum, treasurer, Knoxville and R. O. 
Brownlee, secretary-manager, Knox- 
ville, were re-elected. 
DIRECTORS NAMED 

REVISION of the counties in the 
state to provide a sound pattern 
for district meetings resulted in the 
election of eight new directors. 
Elected for three-year terms were: 
Clay Rose, Elizabethton; Charles 
Rhyne, Newport; Sam Hathcock, 
Lebanon and W. A. Nailling Jr., 
Union City. A director for District 
five, comprising Lenoir City, Oudon, 


Athens, Sweetwater and Dayton 
will be chosen later by the board. 

New directors for a_ two-year 
term are J. D. Womack, Mc Minn- 
ville, and H. B. Brink, Lawrence- 
burg. Harry Molyneux, Rockwood, 
will serve a one-year term for Dis- 
trict four. 

Bad traveling conditions cut 
down attendance, but several hun- 
dred dealers gathered to look over 
more than a score of exhibits and 
listen to a speaking program which 
included H. R. (Cotton) Northup, 
secretary-manager, and Senator Joe 
McCarthy, co-chairman of the joint 
congressional committee, investigat- 
ing housing. 

Donald Moore was _ toastmaster 
at the annual banquet and Edmund 
Harding was the featured speaker. 





Mountain States... 


W. P. Harley named president at three-state 
meeting; I-E home publicized in Denver press. 


ORE THAN 1,100 building ma- 
terials dealers from Colorado, 

New Mexico and Wyoming gath- 
ered at the Shirley-Savoy hotel, 
Denver, Feb. 10-12, for the 55th 
annual convention of the Mountain 
States Lumber Dealers association. 

W. P. Harley was elected presi- 
dent; C. A. Wangsberg, vice presi- 
dent, and J. V. Smith was re-elected 
secretary-treasurer. Retiring presi- 
dent, R.,E. Nutting was unable to 
attend. He underwent an operation 
just prior to the convention and is 
convalescing satisfactorily. 

The Industry - Engineered home 
received considerable publicity in 
the Denver press during the con- 
vention as the result of a staff- 
written interview with Fred Col- 
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dren, treasurer and sales manager 
for the Hallack & Howard Lumber 
company. 

Two of the highlight speakers on 
the program were Royal L. Garff, 
Salt Lake City, who spoke on Sales- 
manship, and G. A. Bowie, Fire- 
stone Tire and Rubber company, 
Akron, Ohio, who talked on the 
topic, There’s a Price on Your 
Head. 

Other speakers included Arthur 
A. Hood, editor, AMERICAN LUM- 
BERMAN & BUILDING PRODUCTS MER- 
CHANDISER, who outlined 25 reasons 
why home construction will show 
an improvement in 1948. 

Directors elected were: A. W. 
Edwards, Cheyenne, Wyo.; C. C. 
Phillippe, Basin, Wyo.; R. E. Nut- 


l’ebruary 


W. P. HARLEY, president, Mountain ‘‘afes 
Lumber Dealers association. 


ting, Littleton, Colo.; J. F. S:vtt, 
Denver; W. J. Truitt, Sterng, 
Colo.; H. I. Williams, Dura'ig0, 


Colo. Port:iles, 


N. M. 


and R. B. Allen, 
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COLOR FILM WILL TELL STORY OF 
INDUSTRY-ENGINEERED HOME 


Ideal promotional fool can be purchased by dealers to show 
contractors, local housing officials and clubs. 


TO ANSWER the growing demand for a short, concise presentation of 
the Industry Engineered Homes Program and the principles involved, the 
National Retail Lumber Dealers association has just announced the com- 
pletion of a full-color sound slide-film for use at dealer meetings, local civic 
club meetings, or meetings of allied local industry groups. 





New Trade Journal 


THE New York Lumber Trade 
Association will publish a monthly 
trade journal starting April 15. 

Serving as the official organ of 
the association, the journal will 
provide up-to-the-minute coverage 
of the New York metropolitan 
area. The decision to enter this 
field was reached at the associa- 
tion’s annual meeting on Jan. 21. 

Fred Ritter, association secre- 
tary, will be editor and business 
manager for the time being. 

Among the goals set by the as- 
sociation in 1948 is a 50 percent 
increase in membership. 











Iwo Housing Bills Being 
Studied in Washington 


TWO proposed bills now being 
studied by congressional committees 
may effect the housing situation. 

One of these bills proposes an 
amendment to Title VI of the Na- 
tional Housing Act to authorize the 
FHA administrator to insure ad- 
vances on mortgages during con- 
struction of single family dwellings, 
providing a mortgage of not more 
then $6,300 under the following 
stipulations: 

1. That the dwelling is being 
constructed in an area where there 
is a housing shortage. 

2. The construction methods 
used will offer cost savings result- 
ing from quality operations. This 
bill is proposed as an aid to so- 
called industrial builders. 

The second bill proposes an 

amendment to the Lanham Act. It 
woul’ permit sales of permanent 
War ‘ousing to local communities 
In which such housing is located. 
It carries a provision whereby, at 
the request of local government, all 
pern..:nent war housing in that com- 
mun''y would be offered to the local 
fovernment before being offered to 
the yoneral public. 
CU less there is a reduction in 
Federal expenditures, with an ac- 
compinying reduction in taxes and 
Price, the outlook for sound gen- 
eral prosperity is dim. 
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Supplementing the book “Here’s 
a Better Way to Build,” the two 
sets of Industry Engineered home 
plans now available, and the dealer 
promotional kit, the film is designed 
to tell in 15 minutes the complete 
story of the construction methods 
recommended and the cost savings 
possible. 

REACH MANY GROUPS 

Dealers are urged to show the 
film locally to dealer groups; to 
contractors and home builders; to 
home buyer prospects; to allied local 
industry groups; to local housing 
officials; to clubs, schools and con- 
ventions; to visitors at model In- 
dustry Engineered demonstration 
homes; and to all dealer employes: 

Consisting of a 47-frame, 35mm 
full-color film strip and a carefully 
synchronized sound recording, the 
film is, in effect, a condensed ver- 
sion of the Industry Engineered 
Homes Book, “Here’s a Better Way 
to Build.” 


It explains fully what the In- 
dustry Engineered home is, how it 
can be built, why it costs less. It 
provides an answer to the govern- 
ment housing challenge and re- 
establishes confidence in the private 
building industry. Use it to add to 
your prestige as a home building 
authority, and to tie you in with 
a nationwide industry homebuilding 
campaign. 

Projectors, screens and record 
players for displaying this film are 
available or can be rented at most 
film supply dealers in larger cities, 
and in smaller towns are often 
found in public schools or public 
utility offices. 

One copy of the film and disk 
will be provided by the National to 
each state and regional association 
for use in dealer group meetings. 
Dealers may also arrange to pur- 
chase a film and disk set through 
their state association secretaries 
for $9.50, plus express charges. 





Increased Lumber Stocks Revealed by 
NRLDA Year-end Inventory Report 


A national survey of retail lum- 
ber stocks at the end of December, 
1947, as reported by the National 
Retail Lumber Dealers association, 
were estimated at 4,276 million 
board feet. Total stocks in Decem- 
ber showed an increase of 9.4 per- 
cent over November. 

All regions, except the East South 
Central region showed increases in 
stocks. The largest increases were 
indicated in the West North Central 


region (11.9 percent); the South 
Atlantic region (12.8 percent) and 
the Middle Atlantic region (13.6 
percent). 


Sales of all reporting regions de- 
clined 8.3 percent from November. 
The largest decreases were shown 
in the East North Central region 
(14.9 percent); the West North 
Central region (19.5 percent) and 
the Mountain region (20.9 percent). 
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Across the Border 
T THE 40th Annual Meeting 
of the Western Retail Lum- 


bermen’s association (Canada), a 
speaker who is a Member of Par- 
liament told the several hundred 
lumbermen who attended the an- 
nual dinner that if they were will- 
ing to part with one-fourth of their 
possessions and work as they had 
never worked before, they might 
stave off the destruction of private 
enterprise. Otherwise its demise 
might occur within five years. If 
you live in Montana or North 
Dakota, you can look across the 
imaginary line which marks the 
boundary and observe the socialis- 
tic state already in operation in 
Saskatchewan. How it works out 
in Canada’s only socialist province 
will no doubt have a great deal to 
do with what happens elsewhere. 
® 


If you have adequate, convenient 
parking facilities, you possess a 
great merchandising asset and 
should make the most of it in 
your advertising. 


Who Sells What? 
K EEPING UP with the distribu- 
tion procession is always dif- 
ficult especially after a war 
which creates new products and 
new ways of doing things. Worst 
of all is the fact that it likewise 
creates sO many new distribution 
channels. “Who sells what?” is a 
question that is now exceedingly 
dificult to answer and it even ap- 
plies to many types of building 
materials. Only lumber seems to 
be sold almost exclusively through 
lumber yards. 
“Farm Hands For Sale” is chang- 
ing the entire farm picture via 
mechanization. 


Do You Know the Answers? 
F IT WERE not for the fact that 
mechanized farming is taking 
over, the food outlook for the future 
would be a serious problem. With 
fewer farmers feeding more and 
more people, our only hope lies in 
even greater strides in mechaniza- 
tion. All of which calls for an al- 
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most complete revamping of the 
majority of farm buildings. The 
lumber dealer who knows how it 
should be done is sitting pretty. 
Few concerns know the answers. 


% 


Now some of the economists are 
wondering whether current high 
prices may not be due to too much 
employment. And it was only a 
short time ago that we read a 
book by none other than Henry 
Wallace about the Eutopian re- 
sults which would be ours if 60,- 
000,000 men were gainfully em- 
ployed! 


x 


From the New York Times 

HE NATIONAL Lumber 

Manufacturers association 
has issued a pamphlet to counteract 
the impression that lumber barons 
are denuding the nation’s forest 
lands. It says the primitive at- 
titude toward a forest was that it 
was a storehouse of wood, while the 
modern attitude is that it is a fac- 
tory “steadily producing new ma- 
terials.”” That modern lumbermen 
are headed in the right direction, 
the booklet argues, is shown by the 
fact that the United States Forest 
Service rates 29 percent of cutting 
practices by large timber owners 
(mostly industrial) as good or of 
high order, while 39 percent is 
rated fair, leaving only 32 percent 
worse than fair, 


Know your stuff and the rest is 
easy. . .provided you are willing to 
work hard enough at the job. 


Good Idea! 

J K. HANSON, Forest City, 

* lIowa, priced his merchandise 
in terms of bushels of corn and 
pounds of pork with astonishing re- 
sults. Not many farmers realized 
they could get so much merchan- 
dise for such a small amount of 
farm products. It’s worth trying. 


Prices are out of reach for some 
but are bargains for others. Only 
the inexorable law of supply and 
demand will straighten them out. 
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Favorable Ratio 
HILE WE’RE on the su! ject, 
we are reminded that Ii. A. 
Munn, prominent lumber dealer, 
Ames, Iowa, recently said: 
“When lumber began its big 
raise, we were hesitant to «uote 
prices but shortly the farmers 
would reply that the price was not 
so bad. Soon we began to say that 
50 bushels of corn would buy a 
thousand feet of good dimension, 
which is really quite a_ bargain. 
This favorable ratio existed for a 
short time after World War | and 
at no other time in our memory. 
It certainly did not exist during 
the depression.” 
Farm buying power was never as 
great as it is today...a factor 
which has much to do with keep- 
ing prices from going down. 


Mebbe So! 
OU CAN MAKE as much as 
$25,000 a year selling pre- 
fabricated houses and other build- 
ings, according to Agents Wanted 
ads in various daily papers. We 
don’t believe it’s that easy! 


At a time when business actually 
is too good, it is difficult indeed to 
prepare for the time when the 
situation will be reversed. 


Not Enough "Selling Years"! 


EGINNING WITH 19380 there 
have been not more than four 


years when sales_ forces ally 
were in action. During th de 
pression it was the commo: as- 
sumption that nobody had_ the 


money to do any buying. Between 
this never-to4be-forgotten p: riod 
and the time when defense pre: 'r'a- 
tions took over, there was a_ vrief 
period when selling sort of | ime 
back in style. But it was » ort 
lived and it wasn’t long before var 
took over and the sellers’ ma: ket 
set in which has continued vu. to 
the present time. Four years out 
of 18 isn’t enough to keep u: in 
trim for the highly competitive -ra 
which is sure to come. 
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‘ “Direct from Our Owu Forests aud Mills” 
MEANS MORE THAN EVER NOW! 


The recent acquisition of prime timberlands, the purchase of additional mills and our plans for 


new plants means we'll be able to meet tremendous demands for West Coast lumber products. 
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It takes all kinds of hardware to hold a home together, and the 
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The findings of 
the last 10 
years’ research 
in timber en- 
gineering 


THE TIMBER 
ENGINEERS 
HANDBOOK 


Edited by HOWARD J. HANSEN, 
Professor of Mechanics, University 
of Florida 


The Timber Engineers’ Handbook 
presents the results of the research 
of the past ten years on the use of 
wood as a structural material. It 
contains the latest information nec- 
essary for the design of wood struc- 
tures, including the properties of 
wood, grading specifications, work- 
ing stresses, preservatures, fasten- 
ings, design formulas and methods. 
The discussion is not limited to a 
few species, but covers all the woods 
in use in this country. In this com- 
prehensive book, Professor Hansen 
has included all available formulas 
for timber design and presents ex- 
amples showing how to design a 
given item step by step. He has 
illustrated the book profusely with 
charts and tables, and has devoted 
an entire section to the terminology 
of timber engineering and explana- 
tions of common abbreviations em- 
ployed in the field. A unique feature 
of the book is the section in the 
appendix consisting of 494 pages 
giving the most recent stress recom- 
mendations of the National Lumber 
Manufacturers Association. 


This complete handbook will be an 
invaluable aid to the engineer in 
coping with the problems of field 
work, and it will prove a reliable 
source of basic information for log- 
gers, manufacturers of lumber build- 
ing materials, and, in fact, to any- 
one handling wood products. 


Contents: Factors Affecting 
Strength; Grading Rules & Work- 
ing Stress; Standard Terms & Ab- 
breviations; Sizes and Properties of 
Sections; Weights; Loadings; Sim- 
ple Beams; Continuous Beams; 
Trussed Beams; Columns — Solid; 
Spaced Columns ; Combined Stresses ; 
Fastenings; Trusses; Glued Lam- 
inated Construction ; Plywood ; Floor 
Systems; Buildings; Poles and Pil- 
ing; Protection & Maintenance. 





1948 882 Pages $10.00 
pooacoovecsetacossosnoossossas ‘= 


ON APPROVAL COUPON 
JOHN WILEY & SONS, INC. AL-2-48 
440 Fourth Ave., New York 16, N. Y. 


Please send me, on ten days’ approval, 
a copy of Hansen's TIMBER ENGINEERS’ 
HANDBOOK. If | decide to keep the 


book, | will remit price plus postage; 
otherwise | will return the book postpaid. 
Rich wen ddlewanaimeth eke eens cheer eet adiak 
Address 

Cay .... ....Zone.. State 


Employed by ........ 
(Offer not valid outside U. 8S.) 
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PRODUg 


Shingle Patch Pack 


Patch Pack, a new product from 
the Pacific northwest, designed to 
aid in the maintenance of build- 
ings, has been introduced. The 
Patch Pack contains 50 No. 1 grade 





western red cedar shingle in as- 
sorted widths, a packet of 100 
shingle nails and complete instruc- 
tions for use. The shingles are 
made with a new patented tapered 
shape, which is said to make it pos- 
sible to replace worn or broken 
shingles in a jiffy. No tool other 
than a hatchet or hammer is neces- 
sary. For more complete informa- 
tion about the Patch Pack write 
Patch Pack company, Dept. AL&- 
BPM, 9038 N. Denver avenue, Port- 
land 3, Ore. 


"Sat-T-Plug” 


To protect children who may 
play around electrical outlets, the 
safety plug has been designed to 








Peree.. aimOve txIsTING SCREW 
FROM RECEPTACLE PLATE, 
THEN INSERT“ CHLD-SAVER™ 





Taserl.. AWD PRESS BOTH PRONGS 
OF PLUG INTO COVER SLOTS 











SCREW Im POSITION Jara.. FLUE TO RIGHT (% TURR) 


-. AND PUSH PLUG ALL 
THE WAY INTO OUTLET. 











USING LONG SCREW 
SUPPLIED WiTm OUTLET. v4 





prevent electrical accidents. The 
plug is merely inserted and screwed 
into the wall. The plug can only be 
operated when both prongs of the 
electric plug are inserted. A turn 
to the right locks the electric plug 
securely. When the plug is re- 
moved from the Saf-T-Plug, the 
rotable cover snaps shut automa- 





i SALES AIDS - UTERATO 2 


tically and stays locked. Attractive 
counter display carton is inelided. 


For more complete’ inform:tion 
write Electrical Saf-T-Plug and 
Devices Manufacturing com: any, 


Dept. AL&BPM, 769 Venice |oule- 
vard, Los Angeles 15, Calif. 


Kay-Tite Colors 


Kay-Tite, a preparation to con- 
trol water seepage and moisture in 
all types of porous masonry is now 
available in brick red, green. blue, 
buff, cream, spanish buff and rose 
in addition to white and gray. Ad- 
dition of the colors to the line will 
enable users to apply it to blend 
with existing color schemes. It is 
packed in ten pound cans and 50 
pound drums. Further informa- 
tion and descriptive folder are 
available from Kay-Tite company, 
Dept. AL&BPM, West Orange, N. J. 


Steel Broom Cabinet 


The addition of a broom and 
linen cabinet to the present line of 
Kitchen-Kraft steel kitchen cabi- 
nets has been announced. This com- 
pact cabinet makes an economical 
storage cupboard for brooms, mops, 








attachments, 
An open- 


and 
dust rags, cleansers, etc. 
ing in the right hand side of the 
bottom shelf in upper compartment 
gives clearance for brooms and mop 


vacuum cleaner 


handles. Hooks are provided for 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


x «kk 





Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk * 
Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 





*Thompson Falls Lumber Company, Thompson Falls, Mont. 


* Member Western Pine Association 


Telephone 71 


Daily Production 190,000 Feet Kiln Dried Lumber 



































FRICK SAWMILLS 


Cut the most accurate lumber and do it most rapidly, be- 
cause they are precision machines. Timkin and Hyatt roller 
bearings, adjustable carriage trucks without end play, set 
works accurate to 1/32”, cut steel adjustable rack bars, and 























similar features make Frick Sawmills the choice alike of saw- 
yers and owners who want the utmost in quality and quantity 
of output. Three generations of experience built into them: 
many thousands in use. Ask for your copy of Catalog 75. 
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hanging equipment. Adding shelves 
to the bottom compartment con- 
verts it into a utility cabinet. It 


is completely enclosed. Cabinets 
stand 84 inches high, 24 inches 
wide and 13 inches deep. For more 
complete information write Mid- 
west Manufacturing company, 
Dept. AL&BPM, Galesburg, III. 


Cabinet Catch 


Ease of installation is said to be 
one of the features of a new cabi- 
net catch. A solid brass screw is 
used as the strike. It’s easily ad- 
justed and will permit the catch to 
operate smoothly without oiling. 
The floating fingers are propelled 
by individual lifetime springs so 
that the catch will engage and hold 
firm. The catch is bright zinc 
plated, strike screw is burnished 
solid brass. Packaged one to an 
envelope, two dozen to a box, in- 
cluding illustrated instructions. For 
more complete information and an 
illustrated leaflet write Ideal Brass 
Works Inc., Dept. H, 250 E. Fifth 
street, St. Paul 1, Minn. 


Popular Priced Radial Saw 

To meet the demand of many for 
a smaller capacity, popular priced 
radial arm saw, the new Multiplex 





Model 20X radial arm saw is being 
introduced. Weighing only 101 
pounds the new saw features port- 
ability and compactness. The versa- 
tile elbow or center pivot track is 
rotatable 360 degrees, permitting 
an infinite number of saw positions 
for cuts at any angle. Left hand 
miters are cut in the same 100 per- 
cent range as the conventional right 
hand miters. All controls are in 
front of the machine for easy ac- 
cess. The eight-inch saw blade is 
directly connected to the 1% hp 
motor. Complete descriptive litera- 
ture may be had by writing Red 


Star Products Inc., Dept. AL&- 
BPM, 3455 Vega avenue, Cleveland 
13, Ohio. 


Household Adhesive 

Two new items, a househo!:! ad- 
hesive and a caulking compound 
have recently been added t.: the 
line of products produce by 
Marsh. The caulking is pa aged 
in handy 5-ounce tube applicators 
and is delivered to dealers in « die- 
cut carton, containing one dozen 
tubes, which can be quickly and 





easily set up as a counter display. 
Permanent, waterproof and elastic, 
Marsh C-100 is used for caulking 
wood, steel, masonry and_ glass 
joints. The household adhesive is 
packaged in tube applicators in a 
counter display box and can be used 








NOW, you can answer this 


operation. 


testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 


The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 


TOO MUCH MOISTURE? 


question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 


design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 





cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 


dreds of pieces can be tested in a matter of minutes. 


Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 


block, gypsum block and concrete. 





instrument indicator. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped with 
sharp needle electrodes that penetrate into the 
danger area and transmit their findings to the 
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PRICE: $47.5 


at the present price. 





Effective March 15, 1948 the price of this 
equipment will be increased to $49.50. Or- 
ders placed before that date will be filled 


write today 


L. R. BRADLEY & COMPANY, 25 west ast st.—New vont 19, 
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AMERICA’S 


No.1 SOURCE 


for sash & door makers! 


PERMA 


GLAZE 
GLAZING 
COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it's ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 





Q. D. 
PRIMELESS 


PUTTY 


The original, unmatched primeless putty made only of 
high -st quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
savin. production time. Uniform quality, minimum shrinkage 
and iast setting combine to make this putty the favorite of 
glaz'-rs the country over! 


QD. PRIMELESS 
PUTTY 


“Bwore. 74h 





For sore Information or Special Requirements write Today ! 
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CA’S LARGEST EXCLUSIVE Peeddg Makers 


STS. MAIN ST., ST. LOUIS 2, MISSOURI 




















Cotton, according to 
Department of Agriculture tests, is con- 
ceded to be from four to 36 per cent more 
efficient than any other insulation on the 
market. Lo-“K’”’, finest of cotton insulations, 
outsells because it out-insulates! 


Check these points of superiority: 
V Greater insulating efficiency proven by thermal 


conductivity rate of only 0.24. 


V .Lighter in weight, only .875 Ibs. per cubic 
inch. Easier and more economical to install. 
Blanket type rolls cut time and labor costs up 
to 40 per cent. 


V Does not sag or settle to open air holes. 


V Can save up to 30 per cent in fuel costs when 
both ceilings and sidewalls are insulated. 


v Flameproofed. Resistant to moisture, rot 
and vermin. 


v Non-irritating to the skin. 


Lo-“K” insulation is nationally advertised, 
competitively priced. Write for details. 


Lo-K INSULATION 


A Product of ; 
LOCKPORT COTTON BATTING CO., LOCKPORT, N.Y. 


Lockport Cotton Batting Co. 

Dept. AL-2, Lockport, N. Y. 

Gentlemen: Please send -me full information 
on Lo-"K”’ Corton Thsulation. 


Address 


City __. Zone____State 


O Architect O Dealer O Contractor 


i | 
Name ‘ a | 
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WHAT'S NEW? 





for bonding tile, metal, linoleum, 
wood, glass, gypsum lath, wallboard, 
plaster, ceramics and most plastics. 
For more complete information on 
these two products write Marsh 
Wall Products Inc., Dept. AL&- 
BPM, Dover, Ohio. 


Sliding Door Lock 


A new lock has universal appli- 
cation where sliding doors occur. It 
adjusts to fit sliding door thick- 
nesses from 11 to 1% inch. It is 
said to have positive action and 
speedy installation. The lock is of 
unit-type, easy to install even in 
narrow stiles by merely cutting out 
a simple notch. No mortise, no 
fitting, just three screws to tighten. 
Size of the lock is 334 x 2%% inches 
and the width is adjustable. All 
exterior parts are solid brass; vari- 
ous finishes are available singly or 
in combination. For more com- 
plete information write Adams Rite 
Manufacturing company, Dept. 
AL&BPM, 540 W. Chevy Chase 
drive, Glendale 4, Calif. 


Painting Guide 

The sales training department of 
Devoe & Raynolds has just released 
a book entitled Devoe Painting 
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Guide. The book was written to 
insure the proper use of paint and 
related materials. The method of 
painting each major type of sur- 
face is given on a single double 
page spread which also gives 





spreading rates, drying time, sur- 
face preparation and a shor! de- 
scription of the products. The ip- 
dex on the cover simplifies loc:ting 
any information. Copies may be 
obtained by sending 50 cenis to 
Sales Training Department, lievyoe 
& Raynolds company, Inc., Wept. 
AL&BPM, 787 First avenue, New 
York 17, N. Y. 


New Outdoor Grill 

Production of the Grilladicr, a 
new type outdoor grill is ap. 
nounced. The Grilladier, made of 
durable cast iron, is said to require 





no masonry and no building. It’s 
sold complete and can be assembled 
anywhere in a minute. It is said 
to be weatherproof and can’t wear 





Specials for 
Alert Buyers 


1X4” YP Flooring Shorts 
1X8” No. 1 & Btr. KD YP 


Shiplap 


1X8” D & Btr. KD YP No. 


105 


4/4 No. 2 Common 
Magnolia 


Whether you buy Scotch spe- 
cials or regular items, you are 
assured thorough satisfaction— 
the same kind of satisfactory 
service Scotch lumber has been 
giving buyers for over 52 years. 


CH LU 


SOUTHERN PINE @ 


Mixed Cars a Spectalty 


54 


SOUTHERN HARDWOODS 
FULTON, ALABAMA 


Member 
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RAINY LAKE LUMBER CO. Ltd. 
Sales Office: ee 
2020 Chicago Title & Trust Bidg.. CHICAGO & ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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a whiter, white cement 


= consistently PAA 


widely advertised 


to the trade 





Five years ago Trinity introduced its new and whiter white 
cement and began advertising it against the postwar day 
when dealers would be selling it. Now, through consistent 
advertising over these years, the trade knows Trinity White 
Cement. 


Whether your customer is an architect, products plant, or 
a contractor of stucco or terrazzo work, “Trinity White’ 
is an accepted product and a respected name to him. He 
knows it is whiter; and be knows what whiteness means—greater 
beauty in the white—truer color values when pigments are 
added—a wealth of practical values in its high light-reflec- 
tion properties. 


Trinity White is a true portland cement with all portland 
cement’s strength, permanence, and easy workability. For 
complete information, write, wire, or phone Trinity Port- 
laid Cement Division, General Portland Cement Co., 111 
West Monroe Street, Chicago, or Republic Bank Building, 
Dallas, Texas, or 816 West Fifth Street, Los Angeles. 


TRINITY WHITE PORTLAND CEMENT 


Plain or Waterproofed 
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HORIZONTAL DRIVE and ANGLE DRIVE 


CASEMENT OPERATORS 


For many years Getty, originator of the angle-drive 
operator, has built casement window operators of various 
designs and in many metals and finishes. The addition of the 
4700 Horizontal Gear operator now rounds out the line of 
operators to present a complete family. Getty underscreen 
operators, built to high standards of accuracy, are designed 
for use with flat or roll screens or without screens; or with 
draperies or venetian blinds. And no mortising is necessary 
for the simple, sturdy installation. 





No. 4700 HORIZONTAL GEAR model employs refinements 
and improvements of the horizontal worm-and-gear drive 
principle. This operator can be used interchangeably on 
right or left hand casements. The 4700 is priced right and 
is built with the same accuracy, of the same sturdy materials 
and will give the same smooth operation as our angle 
drive operators. 





sot 


No. 4715 EXTERNAL GEAR combines the efficient external 
gear drive principle with long-lived durability. Worm: cold 
rolled steel, case hardened. Gear Teeth: accurately machine 
ground (hobbed) at exact operating angle. A rugged 
practical device, this operator is compact in design and 
extremely neat in appearance. The 4715 has established a 
reputation in its price class as the operator with great appeal. 


"seo OUT 
CATALOG 


SWEET'S FILE 
ARCHITECTURAL 


25 Years Service to the Hardware Industry. 


Consult your local Contract Builder's 
Hardware Dealer, your wholesale Hard- 
ware Jobber, or write for descriptive 
literature to: 


H. Ss. GETTY & CcO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 
55 














It offers the advantages of a 
permanent installation yet it slips 
apart easily and can be moved to a 
new location whenever desired. It 


out. 


rotates to keep the smoke from 
blowing in the face of the user. 
There’s an ash shelf, a warming 
area and utensil rest. For more 
complete information write Ben- 
nett-Ireland Inc., Dept. AL&BPM, 
Norwich, N. Y. 





Flat Type Sash Balance 

Just introduced is the new Acme 
Twin, said to be an improved flat 
type sash balance. One of its fea- 
tures is an embossed face plate 
which provides a protective nest 
for the cable drum, designed to 
eliminate cable jamming between 
face plate and cable drum. Addi- 
tional features include a special oil- 
impregnated fibre washer between 
spring housing and face plate for 
quiet, friction-free operation; a 
tension governor for maintaining 
uniform spring action and balanc- 
ing; spring hubs riveted at both 


ends. The new twin is 


used on 
double-hung wooden windows with 
single or double installation. [It 
may also be used on metal win: ‘ows, 
Literature, showing detailed eon- 








YOUNGERMAN-REYNOLDS LUMBER CO. 
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MORTOCOMERY ALABAMA 





STRAIGHT OR MIXED CARS 







ACTUR 





DEEP SWAMP CYPRESS 
SOUTHERN HARDWOODS 


SOUTHERN MILLS AT: 
SAMSON 
DIRECT YELLOW PINE ( Atasama 
__ SHIPPER $ BOARDS — DIMENSION — TIMBERS WETUMPKA. 


ALABAMA 

























| Winchester, Idaho 
| Ponderosa Pine, Fir and Larch 





Winchester Box Company 


Winchester, Idaho 
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SOFT Woons 


CAYUTA BRAND 
HARDWOOD 
FLOORING 


MAHOGANY 


We are now able to offer the following stock 
which is thoroughly dry: 


Small amounts 4 to 8/4 C A Mahogany. #1 
Com. & Btr. KD on hand 
cars 4/4 #2 Com. & Btr. Soft Elm 
cars 8/4 #2 Com. & Btr. Hickory _ 
car 8/4 s.w. & Btr. Appalachian White Oak 
cars 4/4 #2 Com. & Btr. Beech 
cars 8/4 #2 Com. Poplar 
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struction features may be had by 
writing Acme Sash Balance com- 
pany, Dept. AL&BPM, 1626 Long 
Beach avenue, Los Angeles 21, 
Calif. 
White Paint Display Rack 

An interesting new display rack 
is being announced that consists 
chiefly of hard to get white paint 
items. The manufacturer special- 
izes only in white and features a 
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Grade A white house paint co:tain- 


ing titanium and a non-yell ving, 
free-flowing enamel that covers In 
one coat. Display rack is fur» ished 
when a certain quantity of paint 
is purchased by the dealer. Also 
furnished are eight tinting «lors, 
in one tube proportions whic) can 
be added to the basic white | y the 


consumer. All products cary 4 
money back guarantee as to quality 
and formulation. For more com 
plete information about these }aints 
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“|| 52 Years of Continuous Operation — 


1 econ- 


White River has come a long | 
way since it sawed its first 
log back in 1896. The little 
White River mill of 1896 
sawed about 40M’ of rough 
lumber in 10 hours. Today’s | 
modern White River plant 
has a capacity of 350 M’ in 

8 hours. Quality was the 
White River watchword 52 
years ago— Quality is the 
White River watchword to- 
day. 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 

eon taln- 
ors WS FOR LONG-RUN ECONOMY 
si! | LONG-LIVED SA - 
yy ished 
f paint Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
-- Also Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
; alors, fore, long-lived Saws insuring long-run economy to the — quality of their manufacture, and the service and 
ich can user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 
>» ne 
dete Write for Huther Bros. Catalog No. 60 





. quality 


re com HUTHER BROS. SAW MFG. CO., Rochester, New York 
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WHAT'S NEW? 





and the rack write Rogers Chem- 
ical corporation, Dept. AL&BPM, 
9729 Conant avenue, Detroit 12, 
Mich. 


Push-Pull Fork Truck 


A new push-pull device on a fork 
truek enables the truck to pick up, 
lift, carry and tier a unit load 
based on a sheet of corrugated pa- 








per, fiber board or similar material. 
The Pul-Pac consists of a vertical 
movable rack which travels hori- 
zontally above the truck’s broad 
carrying forks. A gripper device 








FOR PROFIT 


PROTEXOL 
vaoor LUMBER 


Protected against 


- i QE TERMITES 


AND DECAY 


Protexol offers the ONLY treat- 
ment combining fire protection 
plus decay and termite resistance 
. ..« the result of 50 years of re- 
search in wood preservation. You 
make friends selling this lumber. 
Gain good will! The market is 
yours for the asking. 





105 Market St., 
KENILWORTH 9, N. J. 
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at the base of the rack seizes the 
projecting edge of the carrier sheet 
or load base and is then retracted, 
drawing the load onto the forks. At 
destination the operation is re- 
versed. Operation requires only 
that the unit load be accurately as- 
sembled on its carrier sheet, with 
an extended flap. For more com- 
plete information write Clark 
Equipment company, Dept. AL&- 
BPM, Battle Creek, Mich. 


Elastic Primer Paint 

Stainhold, an elastic priming 
paint with sealing qualities for in- 
side or outside work, has been an- 
nounced. Flowed on like enamel, 
Stainhold acts as a barrier to 
stains by completely sealing the 
surface with a coating which is 
said is not affected by oil, grease, 
tar, asphalt and other bituminous 
coatings. It may be applied di- 
rectly over oil and grease spots to 
prevent stains or _ discolorations 
bleeding through to the finish coat. 
For more complete information 
write Four Square Paint corpora- 
tion, Dept. AL&BPM, Brooklyn 11, 
N. Y. 





You Don't Need A 





a s 


CRYSTAL BALL 


Use 
The PRODUCTS FILE 











Stopping Wall Leaks 

A new leaflet describes the fea- 
tures of Smooth-On No..7 iron ce- 
ment, used to seal leaks in concrete, 
brick or stone walls and floors. The 
leaflet explains how Smooth-On 
may be applied to inside as well as 
outside surfaces, and used on either 
wet or dry surfaces. It also illus- 
trates other uses for this product, 
including surfacing and dust-proof- 
ing new concrete floors and lining 
cisterns, repoint joints between 
brick and sealing openings around 
piping extending through walls or 
floors. Copies of this informative 
leaflet may be obtained by writing 
Smooth-On Manufacturing com- 
pany, Dept. AL, 570 Communipaw 
avenue, Jersey City 4, N. J. 


February 





Miracle Adhesive Display 
Miracle Adhesives announces it 
is making available to its dealers 4 
new four-color metal display ca})j- 
net free with the purchase of an 
assortment of Miracle Black Mavic 


Miracle 


Pa 





adhesive. 
glass, metal, brick, cement, plastics 
and all types of rigid surfaces. For 
more complete information write 


This adhesive bonds tile, 


Miracle Adhesives corporation, 
Dept. AL&BPM, 801 Second ave- 
nue, New York 17, N. Y. 
Plywood Panel Display 

A detailed diorama display show- 
ing a plywood-paneled room is be- 
ing offered to dealers. The three- 
dimensional display, 30 inches wide, 
26 inches high and eight inches 
deep, is cleverly lighted and oper- 
ates on one plug. It illustrates the 





application of various types of 
weldwood plywood, to walls, ca!:!- 
nets, furniture, etc. The diorama i 
available upon application and 
being booked on a first come-firs 
served basis. For further inform 
tion or for one of the displays wri‘e 
United States Plywood corporatio:, 
Dept. AL&BPM, 55 West 44th 
street, New York, N. Y. 


ct FZ. St. 
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West Coast Shipments for January 
Top Figure of Year Ago 

Shipments of Pacific Northwest lumber during Jan- 
vary, 1948 topped those for January a year ago by 
over 30,000,000 board feet, H. V. Simpson, executive 
vice president of the West Coast Lumbermen’s Asso- 
ciation, announced. Production continues a steady up- 
swing. 

Total lumber shipments from the Douglas. fir region 
of Oregon and Washington during the first four weeks 
of 1948 were 599,358,000 board feet compared to 
567,778,000 board feet during a similar period in 1947 
and 561,098,000 board feet during the first four weeks 
of 1946. 

Meanwhile the region’s production rose in January 
to a weekly average of 154,647,000 board feet, an in- 
crease of 11.3 per cent over January, 1947, Total Jan- 
uary production was 618,589,000 board feet compared 
to 555,657,000 for January, 1947 and 549,906,000 for 
January, 1946. 

Orders also showed an increase, the weekly average 
during January being 158,612,000 board feet; up 
25,729,000 board feet from the weekly average for 
December, 1947 and up 779,000 board feet from Janu- 
ary a year ago. Total orders, first four weeks, 1948, 
634,448,000 board feet; four weeks, 1947, 631,330,000 ; 
four weeks, 1946, 561,098,000 board feet. 

The industry’s unfilled order file stood at 695,153,000 
board feet at the end of January; gross stocks stood at 
461,987,000 board feet. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 402 mills reporting to the 
National Lumber Trade Barometer were 9 per cent 
above production for the week ending Feb. 7, 1948. 
In the same week new orders of these mills were 10.2 
per cent above production. Unfilled order files of the 
reporting mills amount to 58 per cent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 29 days’ production at the current rate and 
gross stocks are equivalent to 48 days’ production. 
For the year-to-date, shipments of reporting identical 
mils were 4.7 per cent above production; orders were 
11.7 per cent above production. 

‘ompared to the average corresponding week of 
195-1939, production of reporting mills was 56.6 per 
cet above; shipments were 38.4 per cent above; 
Orcers were 36.3 per cent above. Compared to the cor- 
responding week in 1947, production of reporting 
Milis was 9.3 per cent above; shipments were 4.5 per 
ce’ above and new orders were 15.8 per cent above. 


W 


estern Pine 


_'he 109 mills reporting to the Western Pine Asso- 
Cla'ion for the week ending Feb. 7 cut 52,855,000 feet. 
Cho same week a year ago the cut was 49,267,000 feet. 
Shipments were 66,034,000 feet compared with 67,042,- 
006 a year ago. Unfilled orders on file at the end of 
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Rainchek 


MASONRY WATER REPELLENT 


“PROTECTION PRODUCTS” introduces RAINCHEK—a colorless 
Water Repellent that penetrates into masonry—cement blocks, 
concrete, brick, tile, stucco—giving permanent protection against 
moisture and water. 


FOR NEW CONSTRUCTION OR OLD— 


A ready market already exists for RAINCHEK—Contractors and 
home owners will welcome this new, easy to apply, effective 
Water Repellent for masonry surfaces. 


¢ 


NOTICE! 


Complete applica- 
tion instructions 
on each label. 
For unusual pro- 
tection problems 
write our labora- 
tory. 


AVAILABLE IN 
1 Gallon Cans 

5 Gallon Drums 
30 Gallon Drums 
55 Gallon Drums 





RAINCHEK is newest addition to the ““PROTECTION” line which 
includes WOODLIFE, WOODHEALTH and PROTECTION ALUMI- 
NUM FINISH. : 


Protection Products Mfg. Co 





Research Laboratory and Plant KALAMAZOO, MICH. 
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For fart, dependable seruice on 
BUILDING SPECIALTIES 
Rely on 
FIDDES-MOORE 


e Plywood Sub-Flooring 

e Concrete Form Plywood 

e Stanwall Hardwood Panels 
® Glass Wool Insulation 


e Westbilt Kitchen Cabinets e Hardwood and 
Softwood Plywood @ Overhead Garage 
Doors @ Douglas Fir Doors 


aun GETZ sermcs Bris and prices 
FIDDES-MOORE & COMPANY 


Sales and Service Offices: 


228 N. LaSalle St., Chicago 1, Ill. « Tel. CENtral 5875 
PROMPT SHIPMENT FROM HAMMOND, INDIANA 
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Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained field Operction 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 


ares 


Pine, Cedar 
Hemlock 





Lumber 
Wholesale 


Your orders and inquiries solicited. 





THE GRISWOLD GC LUMBER CO. 


FAILING BLOG. PORTLAND ORE. 











LUMBER MARKET 


the week stood at 174,229,000 feet compared with 
183,523,000 feet for the corresponding period in 1° 7, 
Gross stocks stood at 718,351,000 feet compared with 
628,474,000 for the corresponding period in 1947 


Southern Pine 

Production of Southern Pine by the 93 mills re- 
porting to the Southern Pine Association for the week 
ending Feb. 7, 1948 amounted to 13,754,000 feet. This 
was 6.14 per cent below the three-year average for 
the same mills. Shipments for the week of Feb. 7 
amounted to 12,826,000 feet. This was 6.75 per cent 
below production for the week. Orders placed during 
the week amounted to 12,610,000 feet or 8.32 per cent 
below production. 


In the Market Centers 


SEATTLE—Puget Sound logs totaled 495 million 
feet or 16 million less than a month ago. A year ago 
the total stood at 237 million feet. In Puget Sound 
all species decreased except sawmill and peeler logs 
and a similar situation prevails for Columbia River, 
which reported 420 million feet, a loss of 65 million 
feet compared with a month ago. 

The break in the commodity prices has not affected 
local lumber prices. Select white pine has sold as high 
as $225. Upper fir items bring from $175 to $200. 
Green dimension sells from $68 to $70 and dry at $75 
to $80. Boards move at the same price as green dimen- 
sion. Timbers bring $60 to $70 less, which is about 
as high as they have ever sold. 

TACOMA—Lumber production in this area con- 
tinues at a high peak with no immediate prospect of 
a let-up in sight. Despite high prices, orders and in- 
quiries are maintaining a heavy volume and operators 
apparently feel that this situation will continue for 
some time. Operators feel that in the face of increased 
costs of labor and other manufacturing items, there is 
not much likelihood of a price reduction. In this con- 
nection, 15-cents-per-hour wage increase involving 450 
millwork plant workers and more liberal vacations 
have just been announced here. Auctions of publicly- 
owned timber in this area reflects high price levels. 
A 7-million foot stand of hemlock, spruce, cedar and 
red and yellow fir appraised at $79,370 brought a high 
bid of $127,000 by the St. Paul & Tacoma Lumber Co. 

KANSAS CITY—Mills have been closed for several 
weeks because of snows and subsequent rains. Of 
prime interest has been the increasing demand by 
industrial users for uppér grade stocks and special 
items. There is a good call for 4x6-inch C & btr, center 
match; 2x12 No. 1 and btr and 2x6 No. 1 center maich. 
Kiln-dried No. 2 and btr dimension stocks is selling 
at $80 to $85 a M; air-dried at $75 to $80. 

BALTIMORE. —-Building permits indicate the \«ar 
has started well. A total of 898 permits with a value 
of $3,976,810 were issued in January; this compared 
with 777 permits for a valuation of $1,759,075 issived 
in January, 1947. There is some prospect that yellow 
pine prices may be reduced in the coming wecks, 
according to some yard operators. Trucking has been 
sharply curtailed because of weather conditions. On 
yellow pine flooring, yardmen state they expect -he 
price to move beyond today’s current high rane. 
Dealers complain that. $195 is much too high for clear 
stock which has been run through the kilns too fast 
and also has been poorly manufactured. 
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Rogue Lumber Sales Co. 


Clyde M. Shumaker, Manager 
P. O. Box 707, Medford, Oregon 


Phone: Central Point, Oregon, 1091 


Specializing in the Distribution of All 
West Coast Woods 


In addition to our general wholesale business, our 
company operates a large concentration yard at Cen- 
tral Point, Oregon, where we bring in the best avail- 
able rough stock from small and medium-sized mills 
for remanufacturing and shipping. Dry kilns and the 
most modern remanufacturing plant in Southern 
Oregon are now under construction and will be in 
operation shortly. The new plant will increase our 
output to over 250 M per day of quality lumber. 


We Invite Inquiries. 


Exclusive Sales Agents for 


Southern Oregon Planing Mill Company 
and 
Jackson Creek Lumber Company, Inc. 


Standard Yard Items 


Reputable Sales Representation Throughout the Nation 
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Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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PACKAGE 


Now that high quality white patent coated 
boxboard is again available, Duplex SASH 
BALANCES step out in brand new pack- 
ages — beautiful packages for America’s 
finest sash balances— lemon yellow and 


royal blue for the ADJUSTABLE — yellow - 


and emerald green for the PRE-SET. 
The first million boxes were delivered 
to us in January; they'll be on dealer’s 
shelves as fast as we can make shipment. 


Inside you'll find... 


THE HIGHEST QUALITY IN DUPLEX HISTORY— Guaranteed 
against mechanical defects for the life of the build- 
ing... AND AT 

LOWER PRICES THAN IN 1938 — Resulting from 
the mass production methods made possible 
by overwhelming product preference. 





Yl 4 fy, 









DUPLEX, INC. 
630 No. La Peer Dr. 
Los Angeles 46, Calif. - 

















Please send 
Tabdelgualohatelal 
on Duplex Flat 
Sash Balances 
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George R. Cory, Cory & Brett 
Dies; Son Named President 

George R. Cory, president of the 
Cory & Brett Lumber corporation, 
New York, died Jan. 18. 

Joseph Wilkinson Cory, son of 
the late Mr. Cory, will assume his 
father’s duties as president and 
sales manager of the corporation. 
He has been with the company for 
over ten years. 

C. Leverich Brett, one of the 
founders, will continue as_ secre- 
tary-treasurer, director and stock- 
holder. 


Michigan Sash and Door 
Salesmen Have Annual Meet 

At the recent 42nd annual meet- 
ing of the Michigan Association of 
the Traveling Lumber and Sash and 
Door Salesmen, Hugh Rader Jr., 
Hugh Rader Lumber company, De- 
troit, was elected president. 

Other officers of the association 
are Jay Deutsch, Clark County 


TR THE MEWS 


Lumber company, Detroit, vice- 
president; A. C. Blixberg, Detroit, 
secretary-treasurer. Directors of 
the association are Dwight Dickin- 
son Jr., Howard A. Davison Lum- 
ber company, Detroit; Paul Hodges, 
Royal Oak Wholesale company, 
Royal Oak; C. R. Ashton, C. J. Ash- 
ton Lumber company, Detroit; R. I. 
MeWilliams, Shevlin Pine Sales 
company, Detroit; Robert English, 
E. E. Anderson Lumber company, 
Detroit; Hilmer Hall, Saginaw 
Lumber company, Saginaw. 


Basil E. Kenney, Officer of 
St. Joe Lumber company, Dies 
Basil E. Kenney, 59, vice presi- 
dent of the St. Joe Lumber and Ex- 
port company, Port St. Joe, Fla., 
and echairman of the board of gov- 
ernors of the Southern Pine Inspec- 
tion bureau, New Orleans, died 
Feb. 14. 
Soon after the turn of the cen- 
tury Mr. Kenney bought a small 





mill in Tennessee. Later he joined 
a lumber company in Kentucky. He 
left that company in 1934 wien, 
with his son Basil Jr. and Me:.-ys. 
Hayward aand Dumont, he j ur. 
chased a mill at Blountstown, ‘la., 
operating it until 1938, when he 
moved to Port St. Joe. 

Mr. Kenney had served on the 
board of directors of the Southern 
Pine association and was al.ays 
active in lumber industry affairs. 


Two-Week Kiln Drying Course 
To Be Held in Pennsylvania 


A short course on the techni.jues 
of dry kiln operation will be spon- 
sored in March by the Department 
of Forestry of the Pennsylvania 
State college in cooperation with 
the U. S. Forest Products labora- 
tory, and the L. N. Lafferty Lumber 
company, Lemoyne, Pa. 

The course will be held at Le- 
moyne, Pa., from March 22 to April 
2. Enrollment is open to anyone in- 
terested in the problems of season- 
ing wood. Application forms and 
detailed information concerning 
registration, veteran benefits, etc., 
may be obtained from the Depart- 
ment of Forestry, Pennsylvania 
State college, State College, Pa. 

Instruction will be provided by 








suppliers higher prices. 


saved in building costs. 





Midwest Jobbers, Inc. 


Jobbers of softwood mouldings and trim 


Office and Warehouse 


1529 So. Morgan to 1530 So. Sangamon Sts. 
Chicago 8, Illinois 


take advantage of this situation. Our percentage mark-ups 
have been reduced continually as we have had to pay our 


As long as shortages exist, it is impossible to stem the infla- 
tionary trend. But, when a dealer can assure the builder of a 
free-flow of materials to the building site; and when he has 
enough knowledge of costs from dependable sources of supply 
so that he does not have to ‘‘cushion" his prices, much can be 


It is the intent and purpose of Midwest Jobbers, not only to 
supply a better and more rounded out list of items that are 
essential in small home building; but also to keep our dealer 
trade informed on costs as reliably as we can. 


S. D. Griffeth, Manager 


AN OPEN LETTER TO OUR RETAIL DEALER FRIENDS 

IN THE MIDDLE-WEST: — the New 
From all appearances, it looks like stocks of Select type lum- PROFIT-LINE 

ber to make such refined items as mouldings and trim has hit 

a record low this Winter. ASSORTMENT 
It is not and has not been the policy of Midwest Jobbers to . of 


SELECTED 
LOCKS 


wrapped. 
envelopes. 











Nine carefully-selected locks — the fastest- 
moving in our extensive line. Individually 
Packed in attractive, printed 
Free counter display board. 
A handsome profit assured on a small in- 
vestment. Order from your jobber. 


NATIONAL LOCK COMPANY. | 


ROCKFORD, ILLINOIS the» 
MERCHANT SALES DIVISION 


February 28, 19048, AMERICAN LUMBERMAN & 
B. , 
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PAUL BUNYAN works the year ‘round 


Sawing from decked logs Paul’s mill defies the Winter. Steady 
year ‘round operation maintains level production and shipments. 


am», PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 

















Ori Ponderosa Pine White Fir Incense Cedar 

ite SUSANVILLE * CALIFORNIA 
° A FINER BUILDING 

AT LOWER COST... 





AMERICAN-BOWSTRING WOOD TRUSSES 


@ American Roof Trusses are economical for your build- 
ing. custom built for your requirements. Increase your 

@ floor space by eliminating center walls and posts. Made 
by the oldest, largest exclusive manufacturer of wood 

@ trusses in America. Immediate delivery. Write for free 
catalog today. 


AMERICAN ROOF TRUSS CO. 


6846 STONY ISLAND AVE. 235 WEST 37th PLACE 
CHICAGO 49, ILL. LOS ANGELES 7, CALIF. 
PLAza 1772 ADams 3-4191 


ESTABLISHED 1922 
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“Per DONLEY AREA WALLS 


save labor — speed up the job 











Contractors grab these tried and tested window enclosures. 
Experience has shown them how Donley Steel Area Walls save 
high priced mason labor—how they promote rapid completion 
of the home. . . These Donley Area Walls are fabricated from 
16 gauge, copper bearing, U.S. Steel, heavily galvanized. They 
are reinforced by deep ribs. Installation simply requires placing 
in excavation and back-filling. If anchorage is desired, con- 
venient slots with galvanized bolts make this step easy. Made 
in four depths. 


Consult our 16-page catalog in American Lumberman 
Merchandiser, or a copy will be sent on request. 


THE DONLEY BROTHERS COMPANY 


13928 MILES AVENUE CLEVELAND 5, OHIO 














SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


“Member of the Western Pine Associa- 
; “on, Portland, Oregon. 


A LL IS 








NEW YORK 
1604 Graybar Bldg. 
Mohawk 4-9117 


tn 





DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 2-7041 
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specialists in seasoning and kiln- 
drying from the Forest Products 
laboratory. The course will cover 
basic principles of seasoning North- 
eastern and Pennsylvania wood, all 
types of dry kilns and kiln equip- 
ment, drying schedules and other 
important phases of kiln drying. 


Appointments and Retirements 

The appointment of E. Ep. GRIF- 
FIN as sales manager of the Wil- 
liams Plywood company, Indianapo- 
lis, has been announced. Mr. Griffin 
has been active in the lumber in- 
dustry since 1929 when he joined 
the Elwood Lumber company. In 
1936 he became district representa- 
tive for the Johns-Manville sales 
corporation and during 1945 and 
1946 he was president of the Indi- 
ana chapter of the Producers’ coun- 
cil Inc. 

Retirement of A. F. ROLF, an as- 
sistant secretary of the Allis-Chal- 
mers Manufacturing company for 
more than 25 years and associated 
with the firm’s New York office for 
nearly 45 years, has been an- 









































RED Devil Tools, Irvington, N. H., 
up.the traveling of personnel from plant to plant and within sales territories. 
usually flown by John Lee, son of President George Lee. 


recently acquired this plane—named the Red Devil—to speed 


The plane is 





nounced. He served as New York 
district office manager from 1919 
until 1945. 


Announcement has been made of 
the appointment of JACK McCUE as 
manager of hardware sales, Edward 


Hines Lumber company, Chicago. 
Mr. McCue was western manager of 
Russell Erwin Manufacturing com- 
pany, hardware manufacturers, for 
the last 25 years. 


CLAUDE M. SEARS is now han- 
dling the sales and purchases of 
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THE MEADOW RIVER 
LUMBER CO. 
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Growing Timber for 
Your Future Needs 


Since 1904 Urania has been car- 
rying on scientific forestry—and 
now has 110,000 acres growing 
timber for your future needs. 


All Urania logging is under the 
supervision of a graduate for- 
ester. Normally spaced sound 
Pines are not considered for cut- 
ting until they reach a minimum 
diameter of 12 inches — hard- 
woods 14 inches. Trees with best 
prospects are left to grow larger. 
The others are cut to make room 
for the ever oncoming seedlings 
and saplings that will provide 
your future Urania lumber. 
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Consult us on your needs. 


LALA 
LOUISIAN mM 


UTHERN 


ee, ak 


R CO. 


PRE A ecm 








Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 





FLOORING! 
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Favorite flooring of buyers for over 35 years. 
Dependable quality, reliable grades, finest 
manufacture. 





We are now making ‘reasonably prompt 


‘shipments on heavy Beech and Birch in- 


dustrial flooring. 


Lumber Co. 
Michigan 


Manufacturers 
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BURNER wit 
CONE GRAT 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 

We Also Build 


BOILERS —5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


eis SEATTLE BOILER WORKS 


vy in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 
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LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll ‘St. ST. LOUIS 4, MO. 





CEntral 5250 











MINER’S EDGER WITH SKF 
BALL BEARINGS 


Lightest running. SPECIAL FEATURES: Van- 
able feed for light power, guide rail and spurs 
make STRAIGHT lumber, well-balanced 


mandrel, now creosoted frame. IT CLEARS 
ITS COST IN 30 TO 60 DAYS. 


MINER EDGER WORKS 
Meridian, Mississippi 
Phones 1292 and 3111 





DON’T CARRY IT— 


CONVEY IT 


Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- § 
ing steps between cars, 
piles and storage 


sheds. Let conveyors 


provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-28. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


CONVEYORS 








(). M. McCLintock LUMBER Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber -- Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 
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Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 
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hardwood lumber and flooring for 
the Mobile River Saw Mill company 
Inc., Mt. Vernon, Ala. 


O. D. SMITH, district sales man- 
ager for the Long-Bell Lumber 
company, has been named to head 
the New York sales territory with 
offices at 68 Hudson street, Hobo- 
ken, N. J. Mr. Smith has been as- 
sociated with the company for 33 
years. 





Give Your Business 
A LIFT 





(~) 
See the 
PRODUCTS FILE 














HERB GIBBS, for several years as- 
sociated with Aetna Plywood and 
Veneer company, has joined the In- 
dianapolis Plywood corporation, In- 
dianapolis. 


FRANK JONES, until recently con- 
nected with the Fort Wayne Build- 
ers Supply company, Fort Wayne, 
Ind., is now sales manager of the 
Mulhall Erbe company, Owosso, 
Mich. 
















HERE is the new large capacity steam-generating plant, now completed and in operation at 

the Wood Conversion company plant, Cloquet, Minn., as part of the company’s extensive four- 

year plant expansion program. The company, one of the Weyerhaeuser Forest Products group, 
distributes its insulation, and building material products nationally. 





Pacific Mutual Door company an- 
nounces the appointment of T. P. 
RYAN as manager of the Baltimore 
branch with offices at 1407 Fleet 
street, Baltimore 31, Md. 


American Varnish company, Chi- 
cago, announces the appointment of 
PAUL R. BOOTH as trade sales rep- 
resentative for the state of Indiana. 


Companies Announce 

The modern flooring plant owned 
by G. L. TRAMMEL, Dubach, La., 
started in operation on Feb, 2. In 
connection with the plant is a 
28x120 foot dry kiln and a 40x80 
dress shed. Associated with Mr. 
Trammell are his sons G. L. Jr., 
manager of the plant and Al, assist- 
ant to his father. 


COMPANY, El 
announces, “Aside 


LUMBER 
Calif., 


BUTT 
Monte, 


from certain instances in which Mr. 
Deyo Breen has served as _ sales 
manager, the Butt Lumber com- 
pany of El Monte, Calif., has never 
employed or authorized any person 
to act in that capacity, and anyone 
claiming to the contrary is misrep- 
resenting. 

New address of ALLEN STEEL 
PRODUCTS is 12911 Hillview, De- 
troit 27, Mich. New phone is VEr- 
mont 8-0318. The company manu- 
factures and_ distributes metal 
building specialties. 

Timed to coincide with spring 
decorating programs, TRIMZ COM- 
PANY INC., Chicago, has announced 
a price slash of 20 percent in Trimz 
ready-to-hang paper draperies. 


Donald D. Davis, president of the 
MINNESOTA AND ONTARIO PAPER 
COMPANY, Minneapolis, announces 
that Mando will sponsor an Army 








509 TERMINAL SALES BLOG 1205 NATL 
PORTLAND 5, ORE 


J. J. LYNN, President 
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COVERAGES 


Inquiries Invited 


U S — Underantting Compan 


1000 R.A. LONG BLDG. 


February 
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§, 10 18, 


more than 43 Years with FIRE AND ALLIED INSURANCE. z 
.and FIRE PREVENTION SERVICES 


KANSAS CITY 6, MO. 
BANK OF COM BLDG 
ireOh amOne 4 


1309 CONCOURSE ByDG 
TORONTO 1, CANAMA 
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BIRCH FLUSH DOORS 
Hollow Core 
1/6—2/0—2, /4—2/6--2/8 x 6/8 x 134" 


ONE AND TWO PANEL DOORS 
Hardboard Panels 
1/6—2/0—2/4—2/6—2/8 x 6/8 x 1—5/16’’ 


KNOTTY PINE 
4 Cross Panel Doors 
24’’—28'’—30°’—32"" x 6’8°" x 114" 


HARDBOARD 
Light Colored Surface 
Wg x 4’ x 12' 


FINNISH BIRCH PLYWOOD 
All Thicknesses & Grades 


FOB Sardinia, Ohio 


mussman and shafer. ine., 


15 East Third Street 
cincinnati 2. ohio, u. s. a. 


LIFE-TIME VENTILATORS 


Y agen Boyd 


ESS 
sts 








*% Weather tight construction 
% Galvanized iron, copper, aluminum 


or fine quality stainless steel 
% Designed to fit any type wall 
% Easily removable screen 
%*% Hemmed edges for better appearance 
% Machine Stamoed and riveted 
% Easily installed 
MANUFACTURERS OF HEATING EQUIPMENT 
AND SHEET METAL SPECIALTIES 


Write for price lists and further details 


“Specialists in Sheet Metal Stampings” 
NORTH TONAWANDA, N. Y 











For over 60 years 











have been delivering 
thorough-going 
satisfaction to 


lumber buyers. 
SOUTHERN 
HARDWOODS 


SOUTHERN 
PINE 


DAVIS BROS. LUMBER CO. 


ANSLEY, LOUISIANA 




















Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 


Telephone 44 Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 


Your inquiries will have our prompt attention. 














LINDSEY 


Self -Loading 
Skidders 


ai» used with either team 
o» tractor. On short hauls, 
svaking, and bunching 
los, they are unexcelled. 


Lindsey Wagon Co. 
Sole Manufacturers 
Laurel, Miss. 
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Buitoincg Propucrs MERCHANDISER 





WE SURE SELL IT FAST, SINCE. 
\ "WOODY" WENT TO WORK , 
FOR US/ 


NS /UMBER 00. 


EVERYTHING aes 


Ye 

















"WOODY" WILL WORK FOR YOU... 
WRITE FOR COMPLETE DETAILS 


worldwide syndicate 


P. O. BOX 6117 DALLAS, TEXAS 
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Shortleaf Pine 
Lumber 


For Today 
and Tomorrow 


While Ozan mills make 
lumber for today's housing 
needs, tomorrow's timber 
crop is growing on the 
Ozan forest farm. 

But today our Number 
One job is PRODUCTION 
. . to supply our dealers 
with needed lumber. 
Making every effort to 
catch up with demand. 
High-speed production— 
but never at the sacrifice 
of quality. 

Every foot of Ozan Pine 
is scientifically kiln-dried, 
carefully manufactured, at 
all times kept under cover. 
The Ozan Policy: CON- 
SERVATION WITH USE. 


OZAN 


Lumber Co. 
Prescott, Ark. 





MANAGEMENT 


Guarantees the true spirit of 


Tlaspitalily 


+. it always prevails in every 
perfect detail of the service and 


atmosphere you'll enjoy at 


Lhe 


DRAKE 


Chicago 


Edwin L. Brashears 
PRESIDENT 





’ 





PRIZE winning exhibit of Marquette Cement Manufacturing company which is currently being 


shown at building material dealer conventions throughout the Mississippi valley. 


Feature is 


the large circular symbol executed in plexiglass and edge-lighted to give the effect of shim- 

mering gold which symbolizes the 50th anniversary of the company’s founding. This exhibit 

was awarded first place among more than 200 building materials displays at the Northwestern 
Lumbermen’s association convention held recently. 





affiliated engineer-forestry battal- 
ion, headquarters and headquarters 
company. The unit will be organ- 
ized and located at International 
Falls and will be the headquarters 
for similar units organized in other 
bordering states. 

ANDERSON COAL & LUMBER COM- 
PANY, Newburgh, N. Y., formerly 
operating as a sole proprietorship, 
has been organized as a corporation 
and is now operating under the 
name of R. W. Anderson Inc. 


SLOANE - BLABON CORPORATION, 
New York, makers of smooth sur- 
face floor coverings are planning a 
vast plant expansion and moderniza- 
tion program to double the com- 
pany’s output. 


NORTHERN HEMLOCK 


Arvey Ahonen named president 
at Wisconsin annual session 


SPEAKING at the Northern 
Hemlock & Hardwood Manufactur- 
ers Association at Land O’Lakes, 
Wis., Feb. 2, John Veach, president, 
Appalachian Hardwoods, Inc., 
summed up conditions in the Appa- 
lachian region. 

He said there is no inventory of 
stock on hand, that orders are ahead 
of production and hardwood flooring 
is short. 

F. M. Ducker, traffic manager of 
the association, said the number of 
new freight cars placed in service 
in 1947 almost equaled the number 
of cars removed. C. A. Rishell, re- 
search director for the National 


Lumber Manufacturers Associa- 
tion, demonstrated a quick setting 
room temperature glue which has 
opened new fields of hardwood use- 
fulness in the development of lam- 
inated products. 


The following officers were 
elected: Arvey Ahonen, president, 
Ironwood, Mich.; A. E. Swanke, 
vice president, Tigerton, Wis.; 
W. W. Gamble, Jr., treasurer, White 
Lake, Wis. and O. T. Swan, secre- 
tary-manager, Oshkosh, Wis. 


Personalized Selling Tool 
(Continued from Page 35) 


several guarantees of materials 


manufacturers. 


Davis Lumber company retains a 
sizeable photograph of each house 
in its own portfolio of new homes. 
On the back of each picture is a 
photostat of the house plan. This 
helps the company sell numerous 
complementary jobs—storm «ash, 
etc. 


Every other page of the port /olio, 
the home builder is reminded of 
the Davis Lumber Co. slogans: 
Easier Than You Think; Liome 
Building Councillors; A Com)lete 
Building Service; It Pays to /iuild 
the Davis Way. 


Along with the personalized )ort- 
folio, the company gives awa 50 
picture post cards of his new :.ome 
to each customer. The picture side 
of the card is imprinted along one 
border with the slogan: /t’s Fn to 
Build the Davis Way. 


February 28, 1948, AMERICAN LLUMBERMAN & 
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